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N.Y. Department’s Ideas On Law Single Premiums In 
To Curb Replacement Cause Stir 


NEW YORK—The New York depart- 
ment’s tentative proposal for legisla- 
tion aimed at curbing replacements 
has caused some concern among field 
and home office people because of 
the breadth of the definition of “re- 
placement” and because of the amount 
of detail that would be required in 
comparisons of existing and proposed 
coverages wherever a_ replacement 
was contemplated. 

The proposal has not been released 
by the department, on the ground 
that at this stage the department is a 
long way from regarding its version 
as final. However, the department’s 
ideas have been put into the form of 
a tentative draft and this has been 
circulated privately among those prin- 
cipally interested. 


Asked For Ideas 

The department some time ago 
asked an industry committee to fur- 
nish ideas on what should be contained 
in new legislation. However, the de- 
partment draft differs radically from 
the industry suggestions. 

The department’s tentative proposal 


contains such a broad definition of “re- 
placement” that the replacement of a 
term insurance policy, whether in- 
dividual or group, would be covered, 
for example. 

Covers 16 Comparison Points 


The list of points on which the 
existing and proposed coverages must 
be compared whenever replacement is 
involved contains 16 items. The agent’s 
job is made slightly less onerous by 
a provision that except for dividend 
illustration information the policies 
need be compared only as to points on 
which information is contained in the 
actual policies. Dividend illustration 
information must be provided in any 
event. 

The legislative amendments would 
be made in section 127, which deals 
with agents, and section 211, dealing 
with companies. 

Section 127 is currently headed 
“Misrepresentations, misleading state- 
ments, and incomplete comparisons.” 
This would be amended to delete “in- 
complete” and insert “replacements” 

(CONTINUED ON PAGE 5) 





Pru Protest Fails 
To Avert SEC Delay 
On Variable Annuity 


WASHINGTON—lIn spite of protests 
from Prudential, Securities & Ex- 
change Commission has extended .to 
Jan. 8 the filing date for reply briefs 
to Prudential’s application for exemp- 
tion of its proposed variable annuity 
from the investment company act of 
1940. 

Prudential contended that further 
delay from the Dec. 19 filing date set 
earlier by SEC would be prejudicial, 
particularly in view of delays already 
encountered. 

The request for postponement came 
from the SEC division of corporate 
regulation. A similar request was 
made by National Assn. of Securities 
Dealers and Investment Company In- 
stitute. 


Mass. Court Decision 
Gives Pru Go Ahead On 
Boston Back Bay Center 


The Massaehusetts supreme court 
has cleared the way for construction 
of Prudential’s multi-million dollar 
building project in the back bay dis- 
trict of Boston by approving a tax con- 
cession plan, under which the company 
will build Prudential Center as urban 
renewal of a blighted area. 

The basis of the court’s decision on 
the 3l-acre project was a “friendly” 
suit brought against Prudential by the 
New England Merchants National 
Bank, in which the bank sought to test 
the validity of a lease for a projected 
branch office. The decision held that 
Prudential and Boston Redevelopment 
Authority had complied with urban 
redevelopment laws. 
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New Education Program 
Of HIA Will Commence 
Operations In January 


The expanded education program of 
Health Insurance Assn. of America 
will go into operation at the beginning 
of January with the opening of the 
course, principles of individual health 
insurance II, and the second term of 
the basic course in group A&S insur- 
ance. Courses are given at the home 
offices of various HIA members, 
using HIA study outlines and examin- 
ations. 


1,000 Are Eligible 


More than 1,000 graduates of HIA’s 
original basic course on _ individual 
health insurance and graduates of the 
course are eligible for the new indi- 
vidual health insurance secondary 
course, which will run for 15 weeks 
and end with an examination on June 
4. 

A spokesman for the association 
said that the course, principles of in- 
dividual health insurance I, which re- 
placed the old basic course, will be 
given beginning in September, 1962. 

The scope and depth of the new 
courses were examined in Philadelphia 
in November, at a seminar for in- 
structors and educational correspond- 
ents from HIA member companies. 

Classes for the basic course in group 
A&S insurance will also begin after 
Jan. 1, and will run for 15 weeks until 
an examination on April 30. 

Cambridge Financial Corp. has been 
named the wholesale distributor for 
Life Insurance Investors in eight east- 
ern states and Washington, D.C. Cam- 
bridge Financial Corp. of. New York 
serves as investment-adviser and prin- 
cipal. underwriter for Cambridge 
Growth Fund, a mutual fund invested 
primarily in growth securities. 


Oct. Increase 12%, 
10-Month Gain 15% 


October single premiums, of -the 
three categories of ordinary premium 
collections by life companies in the 
United States, again led the others in 
percentage increase, with a total of 
$21,223,000, a gain of 12%, while for 
the first 10 months single premiums 
were $196,229,000, up 15%, according 
to LIAMA’s monthly survey. 

First-year ordinary premiums col- 
lected other than single premiums were 
$81,158,000, an increase of 1% in Oct- 
ober, and for the 10 months were $827,- 
178,000, also up 1%. 

Ordinary renewal premiums col- 
lected in October were $632,078,000, 
a 5% increaase, and for the first 10 
months were $6,208,745,000, up 5%. 

Total premiums of October group 
life, new and renewal, amounted to 
$144,711,000, up 13%, and for the 10 
months were $1,349,591,000, an in- 
crease of 6%. For wholesale the Oct- 
ober figure was $3,225,000, a gain of 
7%, and for the first nine months was 
$32,513,000, up 9%. 

Total industrial premiums were 
again off, amounting to $117,159,000, 
down 3% in October, and for the first 
10 months were $1,166,328,000, a 5% 
decline. 

For Canada, the respective figures 
for October and the 10 months were: 
ordinary other than single premium, 
$6,027,000, up 4%, and $60,993,000, 
gain of 5%; single premiums only, 
$1,176,000, a 1% increase, and $11,938,- 
000, a gain of 20%; ordinary renewal 
premiums, $48,118,000, up 2%, and 
$466,612,000, a 7% boost; group, $7,- 
838,000, a decline of 10%, and $81,- 
858,000, up 5%; wholesale, $96,000, off 
36%, and $980,000, down 14%; indus- 
trial, $3,318,000, a 5% decline, and 
$35,624,000, a drop of 6%. 


Snags In Devising 
Replacement Curbs 
Described For LIA 


Informal Discussion Of 
Current Problems Brings 
Out Many Complexities 


NEW YORK—The many complicat- 
ed aspects of the current campaign to 
curb the mounting wave of policy re- 
placements were brought out at the 
informal discussion of current pro- 
blems at the annual meeting of Life 
Insurance Assn. of America at the 
Waldorf-Astoria Hotel here. 

To encourage freedom of discussion, 
it was stipulated that no participant 
would be identified. What follows are 
excerpts and adaptations of what was 
said in the informal replacement dis- 
cussion. 


Other Topics 


Other topics were discussed as well, 
including a review of the investment 
situation and the likelihood of enact- 
ment of a health insurance measure 
along the lines of the King-Anderson 
proposal. 

On the replacement of term insur- 
ance: There are conditions, I will ad- 
mit, when the replacement of term 
might be justified, but there are many, 
many instances when it is not justi- 
fied. .. . It seemed to us when we 
received this joint bulletin of the 
ALC and LIAA that there was some 
ambiguity, that the use of the word 
“permanent” implied that any term 
business, regardless of what type it 
might be, might be considered as open 
season. Some of our term policies are 
term to 70; they have terminal re- 
serves. And the policy would suffer 

(CONTINUED ON PAGE 15) 








Standing ovation for President Holgar J. Johnson at the 






eae 


annual meeting of 





Institute of Life Insurance at New York, as Mr. Johnson rises to make his re- 
tirement address at the luncheon session. Mr. Johnson will retire at the end of 
this month. From left are David E. Kilgour, president of Great-West Life, 
Walter O. Menge, president of Lincoln National Life, retiring chairman of the 
institute board, Mr. Johnson, and Norman H. Strouse, president of the J. Walt- 
er Thompson Co., who addressed the morning session. 
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Usual Sales Techniques Found To 


Backfire With The ° 


The “disturbing” approach and the 
power-phrases ordinarily used with 
good effect in making life insurance 
sales are worse than useless when it 
comes to selling the typical research 
scientist, artist, social scientist, math- 
ematician, engineer, or college profes- 
sor, according to Victor Traibush, 
agent of New England Life in Denver. 
He has developed quite a following 
among such prospects by going against 
the usual techniques. 

Mr. Traibush calls this the “intel- 
lectual market,” by which he means 
that their basic commodity is an abil- 
ity to deal with abstract relationships. 
They are used to coping with objective 
phenomena depending little on human 
whim or caprice for their truth con- 
tent. They are confident of their abil- 
ity to make up their own minds if 
given the facts, and they resent even 
a hint of anything that seems like 
chivvying them toward a decision. 

“The usual techniques of salesman- 
ship are distasteful to the intellectual,” 
Mr. Traibush writes in the Pilot’s Log, 
his company’s field publication. “He 
considers a sales pitch an insult to his 
intelligence, and he is right. He would 
like to treat the salesman as an equal, 
but he is almost always deterred by 
the salesman’s behavior. He wants 
courtesy and information; what he 
usually gets is implied discourtesy and 
pressure to buy. 


Sees Invasion Of Privacy 


“What is the implied discourtesy? 
We are trained to employ what most 
of us call the disturbing approach, 
with the leading question as our tool. 
The intellectual is sensitive to the 
leading question. He feels that it is an 
invasion of his privacy—if not directly, 
then indirectly. For example the in- 
tellectual does not like to hear, ‘Did 
you buy your life insurance primarily 
for savings, or primarily for the pro- 
tection of your family?’ Such a ques- 
tion calls to mind past decisions, and 
the intellectual doesn’t want these to 
become the subject of a discussion 


Intellectual’ 


with a salesman, at least not at this 
point in the interview pattern.” 

Mr. Traibush avoids trouble by 
stating an assumption that protection 
was the primary motive. He gives the 
prospect a chance to deny the assump- 
tion, to back it up, or to say nothing. 
But he doesn’t subject him to the em- 
barrassment of challenging questions. 
When forced to answer a question, the 
intellectual often feels resentment. 


Would Rather Buy By Mail 


“You and I like the sales process 
from either side, buying or selling; the 
intellectual does not,” Mr. Traibush 
says. “He would much rather read re- 
ports and buy by mail than put up 
with a salesman.” 

Naturally uncomfortable in the 
hands of a seller, the intellectual 
wants time to judge both the product 
and the honesty and courtesy of the 
salesman. Mr. Traibush deliberately 
gives him all the time he needs. 

“A three-interview procedure works 
well for me,” he says. “The first is a 
preliminary interview in which I want 
the salesman to be the subject of scru- 
tiny for as long as the prospect desires. 
We discuss the forms and functions of 
life insurance, and when I have any 





Bankers National's 
Senior V-P Retiring 

Elmer H. Hardebeck, senior vice- 
president of Bankers National Life, 
is retiring. He was in the actuarial 
department of Federal Union Life of 
Cincinnati for 10 years before joining 
Bankers National of Colorado as actu- 
ary in 1927. When that company was 
reinsured by Bankers National of New 
Jersey in 1929, Mr. Hardebeck went 
to the New Jersey home office. He 
became actuary there in 1932. In 1955 
he was elected vice-president and 
actuary, and in 1958 he became senior 
vice-president. 

A dinner for Mr. Hardebeck was 
given at Clifton N.J., by his colleagues. 


prejudices in this area, I label them 
clearly. Normally at some point dur- 
ing this preliminary interview, the 
prospect starts to talk and ask ques- 
tions. Often he will tell you whether 
there is a sale in sight—if there isn’t, 
he will make this very clear. When 
there is, he will usually point to some 
single need.” 

The impersonal tone of Mr. Trai- 
bush’s presentation gives the prospect 
the opportunity to raise his own kind 
of questions, which he enjoys doing. 
If the prospect’s wife is present, she 
will notice that her husband is doing 
something he likes, and she will be con- 
fident that all is going well. 

In the second interview, Mr. Trai- 
bush goes through the usual procedure 
of gathering information. In the closing 
interview the level of premium pay- 
ments is decided. Here Mr. Traibush 
allows his customer to make the de- 
cision without interference. 

“The intellectual is quite capable of 
making sound decisions and doesn’t 

(CONTINUED ON PAGE 19) 


Film Of ILI Activities 


Is In Humorous Vein 

A film, entitled “The Institute Story 
—A Down To Earth Report,” was 
given its premiere at the annual meet- 
ing of Institute of Life Insurance at 
New York. The film, which is animated 
and in color, tells the story of the 
institute’s many activities in the guise 
of an espionage report from agent 
Ipso Facto of the plant Harmonium. 
This device is used to show the essen- 
tial nature of the family in terrestrial 
life, and the essential nature of life 
insurance to the family. 

A comprehensive survey of institute 
public relations programs is then pre- 
sented, and the enthusiastic Ipso de- 
cides to become a earthman. 

The 15 minute movie was _ intro- 
duced by Walter O. Menge, president 
of Lincoln National and chairman of 
the institute, who said that the aim of 
the film was to show the life insur- 
ance field man that public relations 
activities “don’t just happen” and that 
the institute performs a vital industry 
function. 

“A Down-To-Earth Report” will be 
available about Jan. 1. to home offices 
and others interested on loan, or it can 
be bought for $100 a copy. 
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Directors Of Cal. 
Agents Assn. Study 
Replacement Issue 


The replacement of permanent life 
insurance by persons licensed both as 
life agents and as securities salesmen 
has become a grave problem in Cal. 
ifornia. Replacement also is the basis 
for selling by certain mutual fund 
merchandising companies which uses 
existing cash values for mutual fund 
purchases. Further, this is frequently 
accomplished through erroneous, mis- 
leading and distorted comparisons, 
and is rarely in the best interests of 
the policyholder. 

These were the views expressed in a 
resolution adopted by the directors of 
California Assn. of Life Underwriters 
during a day-long policy session jn 
Fresno. Loren Evans, Long Beach 
manager State Mutual Life, chairman 
of the association, informed the direc- 
tors that recently a comprehensive 
letter had been sent from the assoc- 
iation to Commissioner McConnell of 
California calling attention to the 
growing replacement problem. 

The association resolved to continue 
its opposition to the dual licensing of 
securities salesmen as life agents and 
pledged its support and resources to 
the California department and to Mr. 
McConnell in seeking solutions to the 
replacement problem. 

In a supporting resolution, the di- 
rectors urged member local associa- 
tions to adopt the policy that only in- 
dividuals active in insurance produc- 
tion be eligible for membership in the 
association. Dual licensing is undesir- 
able, the recommendation held, be- 
cause the functions of mutual fund 
salesmen and life agents “are antith- 
etic, insurance based on _ guarantees 
and securities on speculation.” 

The directors also expressed dis- 
approval of “gimmick” insurance pro- 
motions “which lessen the prestige of 
insurance and the agent, and lead the 
insurance buying public into false se- 
curity.” The resolution noted that the 
association had protested to the Cal- 
ifornia department the plan to provide 
accident insurance by Blue Chip 
Stamp Co. and Fidelity Interstate Life. 
This plan would offer such coverage 
in return for trading stamps. 








- Passing The Symbol Of Office At Institute And LIA Meetings In N.Y. City 





President Walter O. Menge of Lincoln National Life figured prominently 
in the gavel-passing ceremonies of both the Institute of Life Insurance and 
Life Insurance of America last week in New York City. In the left hand pic- 
ture, M. Rey Dodson (left), president of Ohio National Life, accepts the gavel 


as the new chairman of the Institute of Lite Insurance trom Mr. Menge, t& 
outgoing chairman. In the other picture, Mr. Menge is accepting the gave 
that symbolizes his induction as president of LIA from its outgoing p' 
William P. Worthington, chairman of Home Life of New York. 
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FOR 
AND HEALTH 
INSURANCE 


Since 1886 . . . three-quarters of a century of 
growth and progress . . . North American has 
attained the enviable position as one of 
America’s oldest and soundest insurers. 

North American’s sharp growth pattern over 
75 years is etched in sales success. Perhaps you 
are the General Agent seeking sales success. 
If so, write: 


Since 1886 


THE NORTH AMERICAN COMPANY 


FOR LIFE, ACCIDENT AND HEALTH INSURANCE 
209 S. LASALLE STREET « CHICAGO 4, ILLINOIS 


Operating in 48 states and the District of Columbia 














NAIC Resolution 
Hits Replacements 
For Five Reasons 


Adoption of the report of life com- 
mittee of National Assn. of Insurance 
Commissioners at the mid-winter meet- 
ing in Dallas carried with it adoption 
of a resolution in which NAIC dis- 
courages replacement of life policies 
for five enumerated reasons and re- 
commends that if replacement is sug- 
gested that a policyholder obtain a 
written and signed proposal. 

The NAIC resolution is an amended 
version of what was submitted in 
Philadelphia six months ago by Life 
Insurance Assn. and American Life 
Convention. The New York department 
did some editorial work on the ALC- 
LIA proposal, so that the accepted 
version is the work of members of a 
number of organizations. When the 
resolution was proposed at Philadel- 
phia there was an urgency about it 
that did not manifest itself six months 
later in Dallas. The matter was treated 
routinely with dispatch but without 
flourishes, although calling attention 
to prevailing situations in one area or 
the other. 

As adopted, 
states: 

“Whereas, replacement of existing 
policies of life insurance by new pol- 
icies of life insurance has become 
more widespread and has been oc- 
curring with increasing frequency, 
and 

“Whereas, although such replace- 
ment may in some instances be to the 
advantage of a policyholder by virtue 
of his personal circumstances, from 
an insurance standpoint such replace- 
ment ordinarily is disadvantageous to 
the policyholder, and 


Notes Public Interest 


“Whereas, it is in the public interest 
that policyholders generally should be 
made fully aware of this fact: 

“Therefore be it resolved that the 
foliowing statement should be publicly 
issued by the National Assn. of In- 
surance Commissioners: 

“Although it may in some instances 
be to the advantage of a policyholder, 
by virtue of his personal circumstances, 
to surrender or lapse an existing policy 
of life insurance and replace it with 
new life insurance, from an insurance 
standpoint, it is ordinarily not in the 
best interests of a policyholder to do so. 
Among the reasons why such action 
may not be in the best interest of 
a policyholder are the following: 

“1, Since the heavier initial costs 
of writing life insurance are charged 
against the premiums paid in the 


the NAIC resolution 
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John F. Heckman Jr. 
Named Aetna Life V-P, 
Paul Cullen Promoted 


John F. Heckman Jr., assistant vice- 
president and actuary of Aetna Life, 
has been promoted to vice-president, 
life department, and Paul B. Cullen, 
manager of the information and educa- 
tion department of Aetna Life com- 
panies, has been advanced to director 
of public relations. 

Mr. Heckman joined Aetna Life’s 
actuarial division in 1936, became as- 
sistant actuary in 1944 and was later 
appointed associate actuary. He is a 
fellow of Society of Actuaries. 

Mr. Cullen, a former newspaper man 
‘with the Hartford Courant, joined 
Aetna in 1939 and was supervisor of 
the news bureau. He was named su- 
perintendent of the public education 
department in 1957. He is a director 
and vice-president of Insurance In- 
formation Institute and a member and 
former chairman of Insurance Inform- 
ation Office of Connecticut. 





earlier policy years, the replacement 
of an old policy by a new one would 
result in the policyholder’s paying 
these costs twice. 

“2. The attractiveness of a life in- 
surance policy as an investment in- 
creases as the policy grows older. 

“3. An existing life insurance policy 
may contain disability benefits, pro- 
visions for installment payments and 
annuity income, conversion privileges 
and other options which may be more 
beneficial both to the beneficiary and 
the policyholder than those available 
in a new policy. 

“4. The new policy may have the 
effect of reinstating the period during 
which the policy may be contested by 
the company or during which coverage 
may be excluded by reasons of suicide, 
either or both of which periods may 
have expired under the existing policy. 

“5. Life insurance policies provide 
a unique medium for a safe and sys- 
tematic method of saving. Replace- 
ment may involve the sacrifice of these 
advantages. 

“In view of these potential disad- 
vantages, if replacement is suggested 
the policyholder should insist upon 
a written and signed proposal setting 
forth all the facts with respect to and 
comparing the relative benefits of the 
two policies. 


Facts For Policyholder 


“By obtaining such a written pro- 
posal the policyholder will obtain facts 
with respect to the transaction which 
will better enable him to determine 
whether or not to surrender or lapse 
his existing life insurance and replace 
it with new life insurance and, if he 
sees fit, to seek competent advice in 
this regard. Moreover, if any misre- 
presentations or misleading statements 
are made to him by the agent, the 
policyholder will have written evidence 
thereof. 

“The policyholder should feel free to 
submit this written statement both 
to the company whose policy is pro- 
posed to be issued and to the com- 
pany whose policy is to be replaced, 
with a request for their comments 
and analysis. He should also bring any 
situation involving misrepresentation 
or other unfair insurance practice to 
the attention of the insurance de- 
partment of his state.” 


American General Life has been 
licensed in Montana. The company is 
now authorized in 32 states and the 
District of Columbia. 


William R. Shands To 
Retire As Life Of Va. 
Senior V-P And Counsel 


William R. Shands, senior vice-pres- 
ident and general counsel of Life of 
Virginia, will retire Dec. 31, at which 
time he will join the Richmond law 
firm of Christian, Barton, Parker & 
Boyd as counsel. 

Mr. Shands, who early in his career 
served as director of the securities 
division of the Virginia corporation 
commission and director of the Virginia 
division of statutory research and draft- 
ing, joined Life of Virginia in 1940 as 
counsel. Three years later he was pro- 
moted to general counsel and from 
1952 to February, 1961, he was vice- 
president and general counsel. He has 
been a director since 1946. 

He was elected president of Assn. 
of Life Insurance Counsel in 1952 and 
for two years was secretary and a 
director of Health Insurance Assn. of 
America. 


NW Mutual Agents Slate 
Eastern Regional Meeting 
For New York, Jan. 5-6 


The 44th annual eastern regional 
meeting of Northwestern Mutual Life 
agents will be held Jan. 5-6 at the 
Waldorf-Astoria in New York. Some 
500 agents from the eastern seaboard 
are expected to attend. 

The meeting, like the annual meet- 
ing of Northwestern Mutual agents, is 
unique in the industry in that it is 
planned by and for agents who pay 
their own way to attend. All speakers 
at the meeting, including company of- 
ficers, appear by invitation of the 
agents. 


H. D. Goldman Chairman 


Howard D. Goldman, Richmond, Va., 
is chairman of the two day meeting 
and J. V. Talbot, Newark, is arrange- 
ments chairman. Other members of 
the committee, who will also serve as 
chairmen for individual sessions are 
C. R. Fish III, Boston; Malcom Mac- 
Kenzie, Newark; Oscar B. Olsen, Tea- 
neck, N. J., Ernest E. Newcombe Jr., 
Keene, N. H., and Arthur S. DeBerry 
Jr., Chapel Hill, N. C. 

Home office officials who will ad- 
dress the meeting are Donald C. 
Slichter, president; Robert E. Templin, 
director of agencies; Peter B. Lang- 
muir, vice-president; Harold W. Gar- 
diner, superintendent of education and 
field training; Richard S. Haggman, 
superintendent of advertising; John 
'W. Lincoln, assistant actuary, and 
Harold W. Baird, superintendent of 
agencies, who is also the home office 
liaison representative working with 
the committee in planning the meeting. 


Ministers L.&C. Passes $100 Million 

Ministers Life & Casualty Union, 
Minneapolis, passed the $100 million 
mark in life in force the first week of 
December. This represents a tripling 
of life business in 10 years, from $33 
million at the end of 1951. Life busi- 
ness has doubled in six years from 
$50 million in 1955. 

Life sales in 1961 have been more 
than 60% above those in 1960. Life 
sales volume in 1961 has been double 
that in 1959. 


American Mutual Life of Des Moines 
held its annual meeting for key general 
agents in Des Moines. Nov. 28-30. Pre- 
sident Harry McConachie lauded the 
general agents for the strides made in 
1961. 
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Equitable Society 
Chicago Building 
Has Prime Site 


Picture on page 17) 

The proposed 35-story office build- 
ing to be erected by Equitable Soci- 
ety at 401 North Michigan Avenue, 
Chicago, reported in last week’s issue, 
will contain about one million gross 
square feet, with approximately 100,- 
000 square feet of space to be occupied 
by the insurance company’s field of- 
fices and its five agencies now located 
in the Equitable Building at 29 South 
La Salle Street in that city. 

The company has been in Illinois 
since 1859, the year of its founding, 
and Chicago contains, in addition to the 
five agencies, its largest field office, 
with 12 departments represented, 
ranging from sales and investment 
operations to claims and underwriting, 

James F. Oates Jr., president, was 
on hand at Chicago for a press confer- 
ence in connection with the proposed 
structure which was attended by some 
200 business and civic leaders. His 
remarks received considerable daily 
press and TV coverage. Mr. Oates 
declared that “what we contemplate is 
a prestige building in appropriate sur- 
roundings which the Equitable will 
own and manage as an investment, as 
well as occupy along with a selected 
list of business tenants. 

“We are most impressed with the 
convenience of the site, just across the 
river from Chicago’s busy Loop and ai 
the entry to the ‘magnificent mile’ 
on North Michigan Avenue. . .The new 
Equitable Building will be a distin- 
guished addition to the Chicago sky- 
line. Set substantially back from the 
street, the building will make the 
most of a unique site and will be ac- 
cepted as a public center—a_ great 
center of the city. Among its advan- 
tages will be ready accessibility to 
Chicago’s major highways from the 
building’s parking facilities.” 


Three Levels Of Shops 


Since the 86,000 square feet of land 
lie approximately 25 feet below the 
level of North Michigan Avenue, there 
will be three levels of shops and park- 
ing areas below Michigan Avenue. 
These will be topped by a paved area, 
extending over East North Water 
Street and East Hubbard to provide 
100,000 square feet of landscaped 
plaza. Preliminary estimates indicate 
‘that the total investment in land 
(which was purchased from the Chi- 
cago Tribune) and building would be 
about $30 million. 

Mr. Oates said the structure will be 
office building constructian, including 
air-conditioning, flexible lighting, au- 
ttcomatic elevators and unobstructed 
floor areas. He indicated that the pro- 
ject had received full anproval of the 
Equitable board and that the plans 
and various steps taken had been re- 
ported in detail to the New York in- 
surance department. He said adequate 
tenant interest would, of course, be 
a prerequisite to securing the neces- 
sary authorization of the New York 
department for construction of the 
building. 


Berkshire Has New Policy Case 
Berkshire Life has introduced a new 
policy presentation case. Colored for- 
est green, platimum and black. it fea- 
tures a folded sleeve and sliding tray 
which closes tightly to keep the policy 
dust free. A pressure-sensitive plati- 
num colored label may be affixed to its 
reverse side showing the client’s name 
and the amount and type of policy: 
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LIFE INSURANCE EDITION 


N.Y. Department’s Ideas On Replacement Curb Cause Stir 


(CONTINUED FROM PAGE 1) 
before the word “and.” 

The portion of subsection 1 of this 
section, dealing with misrepresenta- 
tions or misleading statements, is 
changed only in minor ways, except 
for being broadened to include annui- 
ties. The final sentence, dealing with 
incomplete comparisons made to in- 
duce lapse, surrender, etc., is deleted, 
since this point is covered in the new 
matter. 


New Subsection 2 Added 


The present subsection 2 would be 
repealed and a new subsection 2 sub- 
stituted, to read: 

“2. No agent or representative of 
any insurer authorized to transact the 
business of life insurance in this state 
and no insurance broker, and no per- 
son, firm, association or corporation 
shall make or deliver or cause or 
permit to be made or delivered on 
his or its behalf any proposal with 
respect to or in connection with the 
purchase of any life insurance policy 
delivered or issued for delivery or to 


New Wisconsin Insurer, 
To Be Owned By Agents, 
Begins Sale Of Stock 


American Public Life of Milwaukee, 
a newly organized insurer reported to 
be the first of its kind in Wisconsin, 
has been authorized to begin sale of 
its stock. The company will be owned 
by insurance agents. Sale of stock is 
being limited to those agents who 
would be qualified to handle the com- 
pany’s life sales. 

The new insurer plans to sell 500,- 
000 shares of common stock at $1 a 
share to raise the necessary capitali- 
zation required before applying for a 
license to operate in Wisconsin. 

President of the company is Donald 
L. Doherty, Milwaukee, chairman 
‘Wisconsin Assn. of Insurance Agents. 
‘Other officers are Gerald Smith, Mil- 
‘waukee, vice-president; Herbert P. 
Velser, West Allis, secretary, and Ro- 
‘bert C. Pittelkow, president Equitable 
Savings & Loan Assn., treasurer. 

The company is patterned after 
American Illinois Life, organized a 
year ago as the first life insurer in the 
U. S. owned by agents and brokers. 
Several of its officials are directors of 
American Public Life. 


Christopher Cox Elected 
President Of N.Y. A.&H. Club 


Christopher J. Cox, assistant secre- 
tary of North American Reassurance, 
has been elected president of Accident 
& Health Club of New York. He suc- 
ceeds William B. Cornett, Prudential, 
who becomes chairman of the execu- 
tive committee. 

Other officers elected were Norman 
E. Walter, Guardian Life, 1st vice-pre- 
sident; Robert S. Schoonmaker, Equit- 
able Society, 2nd _ vice-president; 
Charles M. Carlsson, Commercial Trav- 
elers, 3rd vice-president; Walter A. 
Sivek, Mutual Benefit Life, treasurer; 
John Kirk, American Life of New York, 
assistant treasurer; Harold S. Nach- 
mann, American Casualty, secretary, 
and Reginald J. Berry, Metropolitan 
Life assistant secretary. 

Named to the executive committee 
were Douglas J. Moe, Colonial Life; 
Frederic W. Bumby, W. L. Perrin & 
Son; Andrew G. Borden, Metropolitan 
Life; William L. Kick, Aetna Fire, and 





‘Arthur W. Whalen, Bankers National 


Life. 


be delivered or issued for delivery in 
this state, when to his or its know- 
ledge there is involved, directly or in- 
directly, the replacement of life in- 
surance, as hereinafter defined, unless 
such proposal is made in writing and 
complies with subsection 3 of this sec- 
tion. 


Copy To Insurer 


“The original of such written pro- 
posal shall be signed and dated by the 
agent, broker, representative, person, 
firm, association or corporation mak- 
ing such proposal and shall be de- 
livered to tbe prospective insured. A 
similarly signed and dated copy of such 
written proposal shall be forwarded 
to the prospective insurer together 
with the application for such insurance 
and shall be retained in the files of 
such prospective insurer for a period 
of not less than five years and another 
signed and dated copy thereof shall 
be retained for a period of not less 
than five years in the files of the 
agent, broker, person, firm, association 
or corporation who or which made the 
same. 

“As used in this section and in sec- 
tion 211 of this chapter the term ‘re- 
placement of life insurance’ shall 
mean any transaction in which a policy 
of life insurance or any part thereof 
is terminated, lapsed, forfeited, sur- 
rendered in whole or in part, borrowed 
against to a_ substantial degree 
(whether by a single loan or under 
a schedule of loans to be made over 
a period of time), or converted into 
reduced paid-up insurance or extended 
term insurance by the insured in con- 
néction with his purchase of a policy 
of life insurance within a period of 
three months before or 14 months. 
after such purchase by him.” 


New Subsection 3 Inserted 


Subsection 3 would be renumbered 
as subsection 4, and a new subsection 
3 would be inserted to read as follows: 

“3. A proposal required to be made 
in writing pursuant to subsection 2 of 
this section shall completely and ac- 
curately set forth all material facts 
bearing upon the merits of and the 
advantages and disadvantages to the 
insured of the proposed transaction 
and the specific recommendations 
made with respect to the transaction, 
including, but not limited to, an ac- 
curate and complete comparison of 
each of the following factors which 
may be applicable with respect to 
each proposed new policy or policies 
of life insurance and each policy or 
policies which were or are to be term- 
inated, lapsed, forfeited, surrendered, 
borrowed against or converted: 

“(a) A brief description of the plans 
of insurance involved, the respective 
benefits provided therein and the years 
of issue thereof; (b) the amount pay- 
able in the event of the natural death 
of the insured and the conditions under 
which same is payable; (c) the 
amounts payable as matured endow- 
ment benefits, if any, and the con- 
ditions under which same are payable; 
(d) the amounts payable as disability 
and accidental death benefits, if any, 
and the conditions under which same 
are payable; (e) the amount of all 
premiums payable on an annual basis, 
together with the period during which 
such premiums are payable; (f) the 
total premiums payable during the life- 
time of the insured for the subsequent 
five, 10 and 20-year periods; (g) a 
statement as to whether any policy is 
participating or non-participating, 
and if participating, dividend illustra- 


tions covering the next five, 10 and 
20-year periods prepared on a reason- 
able basis; (h) the cash surrender 
values at the end of the five, 10 and 
20-year periods next following; (i) the 
non-forfeiture benefits accruing at the 
end of the five- 10 and 20-year periods 
next following; (j) the amount of 
policy loans available and interest re- 
quired to be paid thereon during the 
next following five, 10 and 20-year 
periods; (k) the income settlement 
options available; (1) the applicable 
periods of contestability; (m) the pro- 
visions with respect to and applica- 
bility of restrictions or exclusions of 
coverage in the event of death as a 
result of suicide; (n) the conversion 
privileges available, if any; (0) the 
applicable war, aviation and other ex- 
clusion riders or provisions if any; (p) 
the settlement options or beneficiary 
arrangements available. 


Single Omission Fatal 


“The omission of a comparison of 
any of the aforesaid factors shall con- 
stitute prima facie evidence of the 
fact that the written proposal is not 


5 


complete and accurate in accordance 
with the requirements of this section. 
In complying with this section, how- 
ever, it shall be required that the writ- 
ten proposal deal only with such bene- 
fits, restrictions, material provisions 
and such of the aforesaid specific 
factors as are specifically set forth and 
contained in the policy or policies in- 
volved in the transaction or in riders 
attached thereto, except that the divi- 
dend illustration provided for in item 
(g) above must be made in any event”. 

The present subsection 3, which 
would be renumbered subsection 4, 
would be amended to read as follows, 
the deleted portion being in brackets 
and the new matter being in bold-face; 

“4. In the determination, judicial or 
otherwise, of the [incompleteness] 
completeness, accuracy or misleading 
character of any such comparison, 
proposal or representation it shall not 
be presumed that the insured knéw or 
knows of any of the provisions, terms 
or benefits contained in any insurance 
policy or contract.” 

Subsection 4, which becomes sub- 
section 5, and which states that viola- 
jtors are guilty of a misdemeanor 
except where the offense constitutes 
a felony, and make themselves liable 
for a civil penalty in the amount of 
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their commission, is amended to read: 
“ . .. And in addition thereto, the 
failure by any agent, representative of 
an insurer, broker, person or member 
or employe of any firm, association 
or corporation to comply with this 
section shall in any proceeding in- 
‘stituted against such person by the 
superintendent constitute prima facie 
evidence of untrustworthiness on the 
part of that person with the meaning 
and contemplation of this chapter.” 

A new subsection is added: 

“5(a). If the superintendent finds, 
after notice and hearing, that any 
agent, broker, representative of an in- 
surer or any other person, firm, assoc- 
iation or corporation has wilfully vio- 
lated any of the provisions of this 
section, he may, in lieu of or in ad- 
dition to any other penalty provided 
by law for such violation, order such 
agent, broker, representative of an in- 
surer or any other person, firm, assoc- 
iation or corporation, as the case may 
be, to pay to the people of this state a 
penalty in a sum not exceeding $1,000 
for each such offense, and failure of 
any such person, firm, corporation or 
association to pay such penalty within 
30 days after the making of such order, 
tanless such order is suspended by an 
eorder of a court of competent juris- 
«diction, shall constitute a violation of 
wthe provisions of this chapter. The 
findings, determinations and orders of 
the superintendent made pursuant to 
this subsection 5(a) shall be subject 
to judicial review.” 

Another new subsection is added: 

“6. The superintendent may direct 
that all forms of applications for life 
insurance utilized by insurers licensed 
to do a life insurance business in this 


Equitable City Mortgage 


Investments $2 Billion 

Equitable Society’s city mortgage 
department investments have reached 
the $2-billion mark as a result of a 

. $650,000 progress construction loan on 
tthe new 4i-story Continental Can 
‘Building in New York. 
~ The city mortgage department, in 
its 25th anniversary year, had some 
700 investments totaling $78 million, 
3.9% of Equitable assets, when it was 
established in 1936. Today, the depart- 
ment has nearly 5,000 investments, 
representing almost 20% of company 
assets. 

The leading items in the depart- 
ment’s portfolio are 1,400 retail stores, 
1,250 plants and warehouses, 570 of- 
fice buildings, 490 apartments, 220 de- 
partment stores, 180 post offices, 160 
sales and service buildings, 120 medi- 
cal buildings, 110 parking garages, 85 
shopping centers, 80 truck and bus 
terminals and 80 hotels. 
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state shall contain such statements and 
require such information with respect 
to the applicant’s existing life insur- 
ance and the disposition thereof, if 
any, as he may from time to time deem 
advisable.” 


Changes In Section 211 

Section 211 would be amended as 
follows, deleted matter being in 
brackets and new matter in bold-face: 

‘‘Misrepresentations, misleading 
statements, replacements and [incom- 
plete] comparisons by insurers. 

“1. No insurer authorized to do in 
this state the business of life, health 
or accident insurance or to make an- 
nuity contracts shall make, issue or 
circulate or cause [to] or permit to be 
made, issued or circulated on its behalf, 
any illustration, circular, statement or 
memorandum misrepresenting the 
terms, benefits or advantages of any 
policy or contract of life, health or 
accident insurance or annuity, issued 
or to be issued [by any such insurer], 
or shall make any misleading estimate 
as to the dividends or share of surplus 
to be received in the future on such 
policy or contract, or shall make any 
false or misleading statement as to the 
dividends or share of surplus pre- 
viously paid [by any such insurer] on 
similar policies or contracts, or shall 
make any misleading representation, 
or any misrepresentation, as to the 
financial condition of any [such] in- 
surer or as to the legal reserve system 
upon which any [such] insurer oper- 
ates; nor shall any insurer not au- 
thorized to do in this state the business 
of life, health or accident insurance 
or make annuity contracts do in this 
state any of the acts prohibited by 
this subsection; [nor shall any such 
insurer make or deliver to any person 
or persons any incomplete comparisons 
of any such policies or conracts of any 
insurer or insurers, for the purpose of 
inducing, or tending to induce such 
person or persons to lapse, forfeit or 
surrender any insurance policy or con- 
tract].’ 

Present subsection 2 would be re- 
pealed and the following substituted: 

“2. No insurer authorized to do the 
business of life insurance in this state 
shall make or deliver or cause or per- 
mit to be made or delivered on its 
behalf to any person or persons any 
proposal with respect to or in connec- 
tion with the purchase of any life 
insurance policy delivered or issued 
for delivery or to be delivered or 
issued for delivery, in this state, 
when to its knowledge there is in- 
volved, directly or indirectly, the re- 
placement of life insurance, as defined 
in subsection 2 of section 127 of this 
chapter, unless such proposal is made 
in writing and complies with all ap- 
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plicable requirements set forth in sub- 
section 2 and 3 of section 127 of this 
chapter with respect to written pro- 
posals.” 

Present subsection 3 would be re- 
numbered subsection 4 and a new 
subsection 3 would be inserted, as 
follows: 

“3. No insurer authorized to do the 
business of life insurance in this state 
shall issue, deliver or cause to be 
issued or delivered in this state any 
policy of life insurance unless and 
until it shall receive from the appli- 
cant therefor a signed application in 
which all questions pertaining to the 
applicant’s existing insurance which 
are contained therein are answered in 
full. If by reason of the information 
contained in the said application or 
otherwise, such insurer shall know or 
have reason to believe that, in con- 
nection with the issuance of the pro- 
posed policy of life insurance as de- 
fined in subsection 2 of section 127 
of this chapter, it shall not issue, de- 
liver or cause to be issued or delivered 
the proposed policy of life insurance 
unless and until the applicant for such 
policy of life insurance has received 
a complete and accurate written pro- 
posal in accordance with the provisions 
of subsection 2 of this section and sub- 
sections 2 and 3 of section 127 of this 
chapter. Such insurer shall retain in 
its files all copies of such written 
proposals received by it from its agents 
and representatives for a period of at 
least five years and shall maintain 
adequate records of all transactions 
involving replacement of life insurance 
policies, which records shall be avail- 
able for examination by the superin- 
tendent.” 

Present subsection 3, renumbered as 
subsection 4, would be amended thus: 

“4, In any determination, judicial or 
otherwise, of the [incompleteness] 
completeness, accuracy or misleading 
character of any such comparison, 
proposal or representation, it shall not 
be presumed that the insured knew 
or knows of any of the provisions, 
terms or benefits in any insurance 
policy or contract.” 


Secretary Made Responsible 

Present subsection 4, renumbered 
as subsection 5, which prescribes pen- 
alties for violation, would be amended 
by the addition of this language: “In 
the absence of a designation by its 
board of directors or trustees of a 
different officer, the secretary of each 
such insurer shall be responsible for 
compliance by such insurer with the 
provisions of this section, and in ad- 
addition to any other penalties provid- 
ed for violation of this section by such 
insurer, the failure by such officer to 
comply with this section shall in any 
proceeding instituted against such in- 
dividual by the superintendent con- 
stitute prima facie evidence of un- 
trustworthiness on the part of that 
individual within the meaning and 
contemplation of this chapter.” 

A new subsection would be added, 
as follows: 

“5a. In addition to and not with- 
standing any other provisions of this 
chapter or any other law with respect 
to violations of this section, if the 
superintendent finds after notice and 
hearing that any insurer authorized 
to do a life insurance business in this 
state has wilfully violated any of the 
provisions of this section, he may in 
lieu of or in addition to any other 
penalty provided by law for such vio- 
lation order such insurer to pay to the 
people of this state a penalty in a sum 
not exceeding $1,000 for each such 
offense, and the failure of any such 
insurer to pay such penalty within 30 
days after the making of such order, 
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Equitable Society Boosts 
Its Dividend Scale, 1962 
Distribution $105 Million 


Equitable Society has increased its 
1962 dividend scale on individual life 
and individual annuity policies. Under 
the new scale, some $105 million jn 
dividends will be distributed in 1962, 
$6.8 million more than the 1961 dis. 
tribution. Some $3.2 million of the in. 
crease is due to the higher scale. 

The amount does not include 1962 
dividends to be apportioned to group 
insurance and group annuity business, 
Action will be taken on these dividend 
scales at a later date. 

Under the new scale, the interest on 
policy proceeds left with the company 
and on dividend deposits will be in. 
creased from 3.5% to 3.7%. 


Pan-American Life To Be 


Sponsor Of Press Seminar 

Pan-American Life will be co-spon- 
sor of the 1962 Pan-American Press 
Seminar. The meetings will be attended 
by newspaper editors and writers from 
all the republics of Latin America 
and their counterparts in North Amer- 
ica. The seminar will immediately pre- 
cede the first convention held in the 
south by American Society of News- 
paper Editors, which will begin April 
18 in New Orleans. 

Co-sponsor of Pan-American Press 
Seminar will be International House 
of New Orleans. 


Conn. General Life Sues 


Texas For Tax Refund 


Connecticut General Life has filed 
suit against Texas seeking a refund of 
$391,592 that it claims is the amount 
of overpayments of taxes for the years 
1952-1957 and 1959. The suit alleges 
that the overpayments resulted from 
the mistaken contention that the com- 
pany’s Texas securities did not exceed 
75% of its securities in New York, 
where during the years involved it had 
the highest percentage of invested as- 
sets. The company paid taxes at the 
rate of 3.3% for these years, and it 
claims should have paid only 2.2% for 
1952 and 1.9% for the other years in 
question. 


Ordinary Sales Records 
Set By Home Life Of N.Y. 


Home Life of New York’s ordinary 
new business in November totaled $18 
million, a record and 11% gain over the 
November, 1960, figure. Ordinary sales 
for the 11 months were $191 million, 
up 5.6% and also a record. 

November group sales were 39% 
above those of the same month last 
year, and total new business premiums 
for group life and health for the 11 
months were 14% higher than the 
same period in 1960. 





unless such order is suspended by an 
order of a court of competent juris- 
diction, shall constitute a violation of 
the provisions of this chapter. The 
findings, determinations and orders of 
the superintendent made pursuant to 
this subsection 5a shall be subject to 
judicial review.” 

A new subsection would be added: 

“6. The superintendent may direct 
that all forms of applications for life 
insurance utilized by insurers lice’ 
to do a life insurance business in this 
state shall contain such statements 
and require such information with res- 
pect to the applicant’s existing life 
insurance and the disposition thereof, 
if any, as he may from time to time 
deem advisable.” 
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The California State unemployment 
insurance appeals board has concluded 
five days of hearings on proposed state 
regulations which private insurance 
companies say could wipe out nearly 
all voluntary disability plans in the 
state. 

The new regulations proposed by 
the state department of employment 
would impose strict limits on all such 
voluntary plans and would be applied 
retroactively to all existing plans, some 
of which have been in effect since the 
start of the law in 1946. 

Some 200 protests against the regu- 
lations were filed with the appeals 
board by employe groups, employers, 
and insurance companies. 

Leland B. Groezinger, San Francisco 
attorney and spokesman for Life In- 
surance Assn. of America, said the 
proposed regulations, required by 1961 
law, actually violate it by forcing un- 
reasonable restrictions on voluntary 
plans. 


Written Arguments Next 


The appeals board, in concluding 
the week-long hearings, said written 
arguments from the insurance com- 
panies and employers would be re- 
ceived within 10 days after copies of 
transcripts of the hearings were de- 
livered to the appellants for study. 
Thereafter, the department of employ- 
ment is to submit written arguments 
in support of the regulations. 

At the same time, the board said it 
did not anticipate any decision until 
after January, 1962. 

According to Mr. Groezinger, Cali- 
fornia employers who have cooperated 
with their employes to install volun- 
tary disability insurance plans will be 
faced with serious problems in labor 
relations if new state regulations which 
would force cancellation of all plans 
are permitted to go into effect. Almost 
a million workers covered by such plan 
would lose the additional benefits 
which the plans must grant them in 
order to qualify under the law. 

“Most of these voluntary plans have 
been carefully worked out in long 
negotiations between employers and 
employes,” he said. “They have been 
closely integrated with other employe 
benefit programs, such as sick-leave, 
medical and hospital coverage, and the 





Federal Life Celebrates 


Record Campaign Month 


Federal Life & Casualty climaxed 
its 1961 president’s month campaign 
with a celebration at the home Office. 
John H. Carton, president, and top 
producing agents and agencies were 
honored. Both life and A&H sales 
during October, the campaign month, 
broke previous records. 

Agencies recognized were the Forest 
M. Good agency, Toledo, in the life 
division, and H. T. Caldwell agency, 
Lansing, in A&S. A. S. Goldstein, 
Akron, won for individual life produc- 
tion and Donald Hatcher, Lansing, led 
in A&S sales. 


Mutual Of New York Lobby Display 
Telling ‘Christmas Carol’ Story 

Mutual of New York is displaying in 
the lobby of the home office building 
three-dimensional scenes from Charles 
Dickens’ “A Christmas Carol,” which 
was written in 1843, the same year 
that Mutual started business. Reprints 
of the original edition of the story are 
being made available to the public free 
of charge at the information desk in 
the lobby. 


LIFE INSURANCE EDITION 


Proposed Cal. Regulations Termed Death Knell 
For The State’s Voluntary Disability Plans 


like. To force their cancellation by 
executive fiat would put good labor 
relations in California back 15 years.” 

Under the guise of protecting the 
state disability fund, which faces in- 
solvency because of seven benefit in- 
creases in nine years without compara- 
ble increases in the tax on workers, the 
new rules would force voluntary plans 
to absorb the worst risks or face can- 
cellation, Mr. Groezinger stated. Some 
204 protests against the regulations by 
employe groups, employers and in- 
surance companies have been filed. 
The unemployment insurance appeals 
board began hearing these protests on 
Dec. 4, and the issues are still being 
heard. 

“The legislature, when the law was 
first passed, decided that competition 
between the state fund and voluntary 
plans would serve the best interests 
of employes as well as the public 
generally,” he said. “But now the state 
administration is trying to drive pri- 
vate enterprise out of another field 
where it has proved it can do a better 
job than the state for the same money.” 
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New Kansas Handbook 


A new Underwriters Handbook 
of Kansas has just been published 
by the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Kansas 
handbook may be obtained from the 
National Underwriter Co. at 420 
East Fourth Street, Cincinnati 2, 
Ohio. Price $12.50 each. 











SPEAKING OF 
SHELTERS... 


Equitable Society Four-Day Open 
House Draws Over 10,000 Visitors 
Over 10,000 visitors attended the 
four-day open house at the new home 
office building of Equitable Society. 
More than 4,000 Equitable employes 
requested tickets for friends and re- 
latives who wished to see the 42-story 
structure which opened this fall. Al- 
most 8,000 guests took the one formal 
tour connected with the open house, 
a guided walk through the two main 
executive floors of the building. 


Forest Lawn Life 
To Be Merged Into 
Liberty National 


Forest Lawn Life of Los Angeles, 
bought in August for $1.5 million by 
Liberty National, is to.be merged into 
that company. Chester Duff, executive 
vice-president of Forest Lawn, has 
been named assistant vice-president 
of Liberty National. He will be in 
charge of the Glendale, Cal., regional 
office. Mr. Duff joined Forest Lawn 
in 1949 and was later made vice-presi-— 
dent, service division, Forest Lawm 
Memorial Park Assn. : 

Liberty National has planned four- 
new California district offices in Ingle-- 
wood, Long Beach, Los Angeles, andi 
Temple City. 

Lincoln National Raises Dividend 

Lincoln National Life has increased 
its regular quarterly cash dividend of 
20 cents a share to 25 cents, payable 
Feb. 1 to stock of record Jan. 10. Divi- 
dend payments continued at this rate 
throughout the year will result in an 
increase of $1 million in the amount 
paid to the company’s stockholders. 


Sinan 
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‘Columbus Mutual Life 
Holds Successful Sales 


Campaign In Barnes’ Honor 

One of the most successful presi- 
dent’s campaigns in the history of the 
company has just been completed at 
Columbus Mutual Life. 

This year’s campaign began on Aug. 
28 and ended Nov. 10. The campaign 
honored Frank L. Barnes in his first 
year as president. 

In keeping with the football theme 
of the campaign, three football parties 


HeNATIONAL UNDERWRITER 


in various sections of the country 
honored the award winners. President 
Barnes attended each party. Eastern 
and north central award winners at- 
tended the Ohio State-Oregon game; 
southeastern winners attended the 
Miami-Northwestern game in_ the 
Orange Bowl, and western represent- 
atives attended the Los Angeles 
Rams-Baltimore Colts game in the Co- 
liseum. Banquets were held in con- 
junction with each game. 

The top 11 sales producers were 
awarded football type athletic jackets 
during the banquets. 








Where 


office in Newark, N. J. 


- this is where tomorrow begins. 


field conditions. 





tomorrow 





It looks like a typical life insurance agency, this Home Life 


Like any agency, it has a healthy respect for such things as 
sales results and service to policyowners. But if it never writes another 
policy, it still will be one of the company’s most important field offices. 

This is the Management Development Division. For Home Life, 


As a company in the midst of an ambitious expansion program, 
Home Life expects its tomorrows to include many new agencies. To 
meet present objectives, it is estimated that the company will need 
to appoint one new manager every ninety days. 

The Management Development Division was organized for that 
purpose. Funneling into this unit come life insurance men who have 
shown sales management capacity and the qualifications for success. 
Under experienced direction, they are given a thorough grounding in 
the company’s Planned Estates operation. They receive training in 
the recruiting and coaching of new underwriters. They learn the ‘‘busi- 
ness” of running an agency. All of this is accomplished under actual 


The future of any life insurance company depends in large 
measure on the quality of its field leadership. As Home Life expands, 
the Management Development Division will make certain om the 
company’s tomorrow will be in good hands. 


HOME LIFE INSURANCE COMPANY 


253 BROADWAY, NEW YORK 8, N. Y. 


Wm. P. Worthington, Chairman 
J. Harry Wood, C.L.U., President 
John H. Evans, Vice President—Sales 











State Mutual Life ‘62 
Dividend Distribution 
Will Be $12.5 Million 


State Mutual Life’s 1962 dividend 
distribution will be some $12.5 million, 
an increase of $1.7 million over the 
1961 distribution. 

According to H. Ladd Plumley, chair- 
man and president, the higher distribu- 
tion results from a cost reduction pro- 
gram, good mortality experience and 
favorable investment results. Mr. 
Plumley said he estimated the 1961 
net return on total assets, before fed- 
eral taxes, at more than 4.43%, the 1960 
rate and the best rate earned by the 
company in 27 years. 

State Mutual’s gross rate of interest 
on dividends left on deposit will con- 
tinue at 3.85 in 1962. 


Fidelity Mutual Dividends 
To Be $5,892,000; Scale 


Increased In Some Areas 

Fidelity Mutual Life has voted to set 
aside $5,892,000 for 1962 dividends, an 
increase of 10% over the amount set 
aside for 1961. The total is based on a 
new dividend scale at least equal to, 
but in some cases exceeding, the pre- 
sent scale. 

Interest on dividend accumulations 
will be continued at 342%. For interest 
and installment settlement options 
the rate will be increased to 314%. Life 
income options under policies that 
were receiving 3.4% will now receive 
3.5%. For other life income options, 
the effective rate will be 3% or the 
guaranteed rate if higher. 

The new dividend scale will be ap- 
plicable to policies issued on or after 
Jan. 1, 1939. The current scale woill be 
continued for policies issued prior to 
that date. 


Manufacturers Life Has 


New Pension-Profit Plan 

Manufacturers Life has introduced 
its combination plan, a new entry in 
the pension and profit-sharing field 
giving a high degree of investment 
flexibility. The plan uses tax-free dol- 
lars in two ways. Some go into level 
premium policies while others earn 
interest in a separate conversion fund 
with Manufacturers Life or admin- 
istered by the employer. The company 
is currently paying 4% interest, and 
the rate is guaranteed to be not less 
than 2%%. 

At retirement the employe applies 
his life insurance cash value under 
the guaranteed annuity option. The 
balance of his pension comes from 
the conversion fund which buys addi- 
tional annuity income, also at guaran- 
teed rates. The flexibility of the plan 
permits retirement at any age from 
55 to 75. 


United Equity Life Buys 
Liberty Reserve Of K.C. 


United Equity Life of Chicago has 
purchased 100% of the assets of Liber- 
ty Reserve Life of Kansas City and 
has reinsured all of the Missouri com- 
pany’s outstanding life insurance. The 
action, which now permits United 
Equity to do business in Missouri, was 
approved after a meeting in Kansas 
City with Frank Sullivan, Kansas 
commissioner; C. Lawrence Leggett, 
then Missouri superintendent, and 
Joseph S. Gerber, Illinois director. 

Acquisition of three additional com- 
panies is planned before the end of 
this year, which would put the Chicago 
insurer in several other states. 
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Some Pilot Classes Rated 
Standard, Other Premiums 
Reduced By Mutual Of N.Y. 


Mutual of New York has eliminated 
rated premiums for some private and 
commercial pilots and has reduced 
rates for others and for some military 
pilots. 

Classifications now considered 
standard include private pilots over 
the age of 26 who do not fly more 
than 400 hours a year, pilots of cer- 
tain company-owned planes and pilots 
of scheduled freight aircraft and of 
scheduled helicopters. Mutual previ- 
ously considered pilots of scheduled 
passenger airlines as standard. 

Reductions in rates were given to 
private pilots not qualifying as stand- 
ard, to student pilots, to many mem- 
bers of the Military Air Transport 
Service (MATS) and to military 
fighter pilots under the age of 25. 


IAHU Disability Income 
Program Meets Opposition 


From Within Membership 


The International Assn. of Health 
Underwriters program to offer associ- 
ation group disability income to mem- 
bers, approved at the September di- 
rectors’ meeting, is not receiving the 
wholehearted support of individual 
members or local associations. Several 
prominent members of the association 
have questioned the pronriety of the 
plan, and a number of midwestern 
states where open enrollment would 
have started after Jan. 1 have reject- 
ed the program. 

The plan, being underwritten by 
American Progressive Health, is ad- 
ministered by Nicholas V. Sichenze, a 
four-time president of the Brooklyn 
chapter of IAHU. It was piloted with 
the southern New York association 
and is reported to have _ increased 
membership from 19 to 84 in less 
than a year. A similar program with 
Brooklyn Brokers Assn. is said to have 
increased that organization’s member- 
ship from 142 to 1,301. 

The program’s primary goal is to in- 
crease revenue to the association to 
enable it to fight socialized health leg- 
islation. It would provide individual 
members of the association with up to 
$541 a month of disability income. 


Farm Group Head Sees 
End Of Health Insurance 


In King-Anderson Measure 


The head of the Washington, D.C., 
office of a national farm organization, 
who characterizes himself a “long- 
standing foe of government medicine,” 
has said that.his group opposes the 
King-Anderson bill because “adoption 
of the proposal would lead to a decline, 
if not the death of private health in- 
surance.” 

Roger Fleming, who is also secretary- 
treasurer of American Farm Bureau 
Federation, speaking at the individual 
insurance forum of Health Insurance 
Assn. of America, said that both his 
organization and the health insurance 
business are targets of “positive pro- 
gram” propaganda conducted by the 
“cult of the positive.” 

“These are the people who want a 
positive program or a positive political 
alternative on each and every issue,’ 
Mr. Fleming said. “To them you don't 
have a positive program unless you 
have a program for government inter- 
vention. These people are determined 
to be positive, even if it means being 
positively wrong.” 
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Northeast Ohio Study 


LIFE INSURANCE EDITION 


Offers Complete 


Guide To Community Hospital Bed Needs 


An unusually complete guide to 
community needs for hospital beds 
emerged as one of the most important 
findings of northeastern Ohio’s citi- 
zens hospital study com'mittee. 

The report was submitted recently 
before an audience of health and civic 
leaders at the Academy of Medicine in 
Cleveland. Active participants were 
spokesmen for the six groups repre- 
sented on the committee since its in- 
ception. These were the public, man- 
agement, labor, hospitals and the med- 
ical profession, with four representa- 
tives each, and Blue Cross of north- 
eastern Ohio, with two representatives. 

Designed to replace arbitrary stan- 
dards based largely on guesswork, the 
new measure uses census figures of the 
number of persons in each age group 
to determine with high accuracy how 
many beds are needed over-all and 
how many are needed in different 
categories, such as childbirth, medical, 
surgical, pediatric and geriatric. 

Previous methods of calculating beds 
have used estimates. Some communities 
are having serious difficulty because 
they have built and equipped too many 
hospitals for their actual needs. The 
opening and ‘maintenance of only 100 
unneeded beds would cost the commu- 
nity a minimum of $5 million over a 
five-year period, according to 1961 
figures based on the committee’s cost 
analysis. 

Development of the new formula 
was ‘made possible by analysis, after 
more than six years of intensive study, 
of 436,233 days of care provided in 
52,289 hospital cases in the Cleveland 


67 Aetna Life Producers 
Write Over $250,000 Each 
In One-Month Sales Drive 


Sixty-seven producers of Aetna Life 
wrote at least $250,000 of individual 
insurance business in the October sales 
campaign, and thus were installed as 
members of the board of the company’s 
special production organization, the 
New Horizons Club. 

The new members were also hon- 
ored at a dinner in Hartford attended 
by Henry S. Beers, president, Aetna 
Life directors and senior officers. 

Individual leader in the campaign 
was Al Bluhm, Chicago, who wrote 
$1.2 million of life insurance during 
the month. Runners up were William 
G. Matchette, Wichita, and Edward V. 
Condon Jr., Los Angeles, both of whom 
wrote more than $1 million. 

General agencies presented trophies 
for leading their agencies to first place 
in their respective divisions were J. E. 
Berg Jr., San Diego; Arthur A. Norton, 
Long Beach, Cal.; John D. Wagner, 
Oklahoma City, and William G. Fraser, 
Albany. 








‘metropolitan area during a_ three- 
month study period. Separation of these 
by ages of the patients involved and 
comparison with census figures showed 
proportionately how many days of 
hospital care are needed per 1,000 per- 
sons in different age groups. 

It was shown, for instance, that not 
quite two hospital beds should be 
provided for the medical and surgical 
care of each 1,000 persons from 20 
through 24, while nearly seven such 
beds will be needed for each 1,000 from 
60 through 64. 

“It is unfortunate that the analysis 
of hospital needs by age groups has not 
been undertaken in the past,” the com- 
mittee’s report stated. “The committee 
strongly recommends that there should 
be provision for continuing or periodic 
study of hospital use by all age levels, 
and that such study be extended be- 
yond bed needs to the use of ancillary 
services by age. 

Rising general wage levels, forcing 
adjustments in hospital pay, have been 
the chief factor causing hospital costs 
to increase, the report stated. Asserting 
that hospital costs and Blue Cross 
subscriber rates would continue to 
rise as long as general wage scales 
continue to advance, the report stressed 
the differences between industry, 
which can reduce labor costs with 
machines, and hospitals, which cannot. 


No Evidence Of Abuse 


It held that there is no evidence of 
abuse or misuse of hospitals to an 
extent having significant effect on 
either hospital costs or Blue Cross 
subscriber rates. 

“Panacea proposals” to control costs, 
the citizens group warned, would be 
“certain to result in inferior hospital 
care.” Instead, it offered four recom- 
mendations for holding future cost in- 
creases to the minimu’m consistent 
with adequate care of patients: 

—A permanent planning and re- 
search committee coordinating future 
hospital expansion and development 
on a regional basis. 

—Committees of the medical staff 
of each hospital to maintain continu- 
ous check on the use of the hospital and 
its services by doctors and patients. 
Most northeastern Ohio hospitals al- 
ready have such committees. 

—Study of the extent to which 
nursing homes, chronic facilities, home 
care programs and other measures 
can relieve the demand for regular 
hospital beds. 

—Examination by the Cleveland 
Hospital Council of possible additional 
hospital cost controls. 

In detailed discussion of its con- 
clusions, the committee related the 
hospital costs issue to the question of 
whether the American people are to 


Heads of Aetna 
Life general agen- 
cies that were lea- 
ders in their divi- 
siens in recent 
sales campaign are 
pictured with Ro- 
bert B. Coolidge, 
senior vice-presi- 
dent, after receiv- 
ing production tro- 
phies. From left 
are J. E. Berg Jr., 
San Diego, Cal.; 
John D. Wagner, 
Oklahoma City; 





Mr. Coolidge; William G. Fraser, Albany, and Arthur A. Norton, Long Beach, 


have governmental or non-govern- 
mental medicine in the future. 

“There are clearly no short-cuts to 
lower hospital costs,” the report stated. 
“Tt is not considered probable that new 
regulatory laws could reduce costs 
without forcing reduced standards and 
down-grading hospital service. It is not 
considered probable that the weaken- 
ing or abandonment of the present 
voluntary system and the substitution 
of governmental control, whether eco- 
nomic or otherwise, could reduce costs 
without sacrificing quality of care. 

“In the long run, hospital costs may 
be looked upon as essentially labor 
costs susceptible to net reduction only 
in the event of falling wage levels or 
through elimination of present per- 
sonnel. 

“The public, if it values the present 
system, should be prepared for further 
hospital cost increases and for further 
increases in Blue Cross_ subscriber 
rates, which are a direct reflection of 
hospital costs. To the full extent that 
the facts disclose them to be justified, 
these increases should be expected.” 

Foundation of much of the commit- 
tee’s work, the spokesmen pointed out, 


(CONTINUED ON PAGE 15) 


Split Fund Retirement 
Plan Is Introduced By 
Phoenix Mutual Life 


Phoenix Mutual Life has introduced 
a new split fund retirement plan with 
simplified underwriting for use with 
pension and profit sharing plans on 
groups of 10 or more. The plan provides 
for issuing individual policies com- 
bined with an auxiliary fund. 

The latter, a conversion fund, may be 
accumulated with Phoenix Mutual or 
invested outside by the employer. The 
current annual interest paid by Phoe- 
nix Mutual on the fund is 3.85%. There 
is no conversion charge at retirement. 

The policy provides a cash value of 
$400 at age 70 for each $1,000 of insur- 
ance. Subject to an adjustment in 
premium, the policy may be kept in 
force beyond age 70 as an endowment 
maturing for the face amount at age 
90. 

Under the simplified underwriting 
procedure, if the case is accepted, no 
evidence of insurability is required up 
to a liberal formula limit. 

Consumers National Life has been 
licensed in Oklahoma. 










Do you know... 


$1000 of face value. 





We pay Lifetime Renewals. 


Hard To Believe Facts 
About a Disability Rider 


. that your client may buy a “Double Disability” 
income rider providing $20 (instead of $10) for each 


. that the monthly income ceiling is $650, not just $250. 
. that the waiting period is four months, not the usual six. 


. . that you may add it to level term plans as well as 
ordinary life and endowment. 


(For the disabled term policyholder, this coverage 
pays the premium and a monthly income, converts 
to ordinary life at the end of the term period, 
waives the increased premium, and still pays the fud/ 
face amount at death! ) 


. that the disabled insured receives this $20 a month 
per $1,000 until age 60, then $10 a month through 
the balance of his disability—and finally, the full 
face amount is paid at death on a life policy or at 
maturity under an endowment. 


(On Endowment Life Income at 65 and Special 
Retirement Income at 65 plans, the $20 a month 
per $1,000 continues unchanged until maturity. ) 


Still hard to believe such a rider exists? Make us 
prove it—on your very next life application! 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/ Earl Clurk, C.L.U., Vice President 


.. they last as long as you do! 
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LOMA Tabulating Data 
On Nuclear Attack Quiz 


Life Office Management Assn. has 
begun tabulating replies to its ques- 
tionaire which was circulated among 
member companies to determine what 
they are doing to safeguard personnel, 
assets and records against destruction 
by nuclear attack and to make provis- 
sion for continuity of management. 

“How and whether to prepare for 
the eventuality of a nuclear attack is a 
subject of great concern to the man- 
agement of many life insurance com- 
panies at this time.” Roy A. MacDon- 
ald, LOMA managing director, stated. 
“We have received many inquiries 
about this problem from member com- 
panies and the subject has been dis- 
cussed recently at various meetings of 
association committees.” 

The questionnaire contains questions 
on the protection and treatment of 
personnel, continuity of management, 
structural changes or reinforcement of 
buildings, warning systems, transpor- 
tation plans, protection of securities 
and records and emergency business 
procedures. 

Mr. MacDonald said that in view of 
the life insurance industry’s great in- 
terest in the subject, LOMA will re- 
lease the results of the survey as soon 
as pos‘iblie. 


HeNATIONAL UNDERWRITER 


Conn. Mutual Dividends In. 
1962 To Be $36.5 Million 


Connecticut Mutual Life’s dividend 
distribution in 1962 will be some $36.5 
million, an increase of $1.4 million 
over the 1961 distribution. The in- 
crease is due primarily to the larger 
amount of insurance in force. 

Interest rates on optional settle- 
ments and dividend accumulations are 
3.8%, and on conversion deposit funds 
held in connection with combination 
pension plans are 4.1%. 


Republic-Franklin To 
Form Life Affiliate 


Republic-Franklin has been granted 
a charter to form a life company with 
home offices at Columbus, O. The new 
insurer will be an affiliate of the gen- 
eral insurance company. Under the 
charter, Republic-Franklin Life is au- 
thorized to issue 200,000 shares of 
stock. 


A bill has been introduced in New 
York that would require the insurance 
department to pay for expenses of ex- 
amination of employe welfare funds. 
Presently the costs of such examina- 
tions are paid by the funds themselves, 
as in the case of insurance companies. 





OBVIOUSLY IMPRESSED! 


You will he too— 
with our new 
rate book! 


You'll be really impressed with 
North American’s brand new 
Life and Health Insurance 
Rate Book. You'll be 
impressed with its 
appearance, its complete line 
of policy plans and most 
of all . . . you’ll be 
enthusiastically impressed 
with its rock-bottom 
premium rates. 

@ Or maybe you won’t 
like the complete Rate 
Book as much as you'll 
appreciate our new Rate 
Cards. @ In short, 

North American’s new 
rates and new plans 

(and new policy forms, 
too) will impress anyone 
as money-making, 
commission-building 
tools. Further evidence 
that to the man in the field, 
we are really the country’s 
most friendly company. 

@ Seeing is believing. If you 
would like a copy of the Rate 
Cards ...or the Rate Book... 
write Ronald D. Rogers, C.L.U., 
Vice President-Director 
of Agenciés. 
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NORTH AMERICAN LIFE 
INSURANCE COMPANY OF CHICAGO 





NORTH AMERICAN BUILDING CHICAGO 3, ILLINOIS 











John Hancock Holds 


Survival Symposium 

John Hancock’s symposium on civil 
defense was attended by nearly 100 
representatives of business and in- 
dustrial firms. Under study was the 
Hancock’s civil defense plan, which 
has been designed to keep 6,000 home 
office people alive for 10 days. 

Those attending saw core shelter 
areas, radiation monitoring and de- 
tection devices, emergency food and 
water supplies, communications equip- 
ment and other civil defense facilities. 


Acacia Uses Departmental 


Warnings On Replacements 

In a warning to all Acacia Mutual 
policyholders on the dangers of replac- 
ing their cash value life insurance pol- 
icies, President Howard W. Kacy is 
making use of utterances on this sub- 
ject by the Maryland and New Jersey 
departments. It quotes Commissioner 
Sears of Maryland as saying: “In al- 
most all instances where a policyholder 
has been persuaded to drop existing 
life insurance for the purpose of re- 
placing it with a new policy, the re- 
placement has been detrimental to the 
policyholder.” 

On the back of the Acacia message 
is the complete text of the “Notice to 
Policyholder” that a regulation of the 
New Jersey department requires any 
person recommending a _ replacement 
to deliver to the prospect. 

Acacia’s message also recalls that for 
more than 35 years the company’s sta- 
tionery has carried this advice: “Do not 
lapse your policy in any other old line 
company to take one in Acacia. Do not 
lapse your policy in Acacia to take one 
in any other old line company. You lose 
in either case.” 


New Company Predicts IIl. 
Charter By Middle Of 1962 


Regency Life, a new company with 
home office at Springfield, Ill., will be 
chartered to sell life only by the mid- 
dle of 1962, according to Charles R. 
Leigh, interim president and chair- 
man. The first stock issue will consist 
of 200,000 shares, giving the company 
$1 million in capital and surplus. 

An unusual aspect of the company’s 
formation is that no professional stock 
salesmen were used in selling shares 
to the 100 charter stockholders. 


North American, IIl., Has 
Record November Sales 


North American Life had individual 
life volume sales of $10,593,252 in Nov- 
ember, a new record for that month 
and an increase of more than 28% 
over the same month in 1960. This 
record is second only to the peak es- 
tablished during June, 1961. It is the 
first time in the 54-year history of 
the company that life volume sales 
have exceeded $10 million during two 
consecutive months. 

The average policy written during 
November was $11,565, an increase of 
22.6% over the same month last year. 
Much of the impetus for the high 
record stemmed from a special sales 
campaign honoring Ronald D. Rogers, 
vice-president and director of agencies. 

Health applications written during 
the first 11 months of 1961 rose more 
than 12% over the same months of 
1960. 


William E. Metzler, North Baltimore, 
O., was top producer of Gleaner Life 
during November. 
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Colonial Has New Sincle 
Premium Annuity 


Colonial Life has improved rates on 
its annual premium deferred annuity 
contract and has added a single pre- 
mium immediate annuity to its port. 
folio. 

The single premium immediate an- 
nuity is being offered with either gq 
10-year-certain period or an _ instal- 
ment refund option. It is available to 
males and females from age 20 with 
no ceiling on the older ages at issue, 
The minimum monthly income which 
may be purchased is $10, while $100,- 
000 is the maximum amount of single 
premium acceptable. Premiums are 
graded by size. 

The annual premium deferred an- 
nuity has four income options—life in. 
come, 10-year-certain and life there- 
after, instalment refund and joint and 
two-thirds survivor. Premiums on 
this contract are also being graded by 
size. Monthly income may begin at 
any age from 50 to 75 inclusive, pro- 
vided there is a deferred period of at 
least 10 years. The contract is also 
available to males and females. 


Sierra Life, N.M., Merges 
With Syringa Life, Idaho 


Syringa Life of Idaho and Sierra 
Life of New Mexico have completed 
preparations for consolidation. Ap- 
proved by the insurance authorities of 
both states and by the directors and 
stockholders of both companies, the 
new organization will be known as 
Sierra Life. Home offices will be at 
Twin Falls, Ida., and the management 
will be that of Syringa Life. 

Stockholders of both companies 
have approved the exchange of one 
share of Syringa Life for one share of 
the new insurer and six shares of the 
old Sierra Life for one share of the 
new company, which will have ap- 
proximately $12 million in force. With 
over $1.1 million in assets, its capital 
and surplus will exceed $850,000, plus 
$600,000 in subscriptions. The new 
company will have nine sales districts 
established in Idaho, New Mexico and 
Wyoming with some _ 95 _ licensed 
agents. 


Continental Assurance Has 
Record Sales In September 


Continental Assurance had $60 mil- 
lion in new ordinary during Septem- 
ber, the highest month in the com- 
pany’s history. That figure exceeded 
October, 1960, by 37% and bettered 
by 10% the company’s previous record, 
set last March. Net increase in insur- 
ance in force for the first nine months 
was $551 million, 16% above the 
same period in 1960. Total life in 
force for the first three quarters was 
$7.4 billion, compared with $6.6 billion 
for the first three quarters of 1960. 


Jefferson National Life 


Has Record Nov. Sales 


Jefferson National Life had an all- 
time high in November production. 
Ordinary life sales were up 28% over 
the same month last year, while A&H 
sales increased 73%. The record in- 
crease was achieved despite the highly 
successful October sales campaign. 

Midland Mutual Life awarded top 
honors in a special manpower devel- 
opment campaign to Sam Van Elgort, 
Allen G. Bergman and Charles M. 
Brooks, general agents at Los Angeles, 
Riverside, Cal., and Towson, Md., re- 
spectively. 
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LIFE INSURANCE EDITION 


Peerless Reduces Overhead 30%; 
Achieves Several Added Benefits 


In a period of rising office overhead 
costs and increasing volumes of cler- 
ical work, Peerless Ins. Co. of Keene, 
NH., two years ago undertook an ex- 
pense reduction program which has 
resulted in savings of more than 
$400,000 a year. The administration of 
the cost reduction program was under 
the direction of Ernest E. Newcombe, 
secretary-treasurer of Peerless. A 
similar program has been carried out 
in the past for United Life & Accident, 
an affiliate of Peerless. 

A lot of hard work and planning 
went into the achievement. Peerless 
executives always have been con- 
scious of the need for overhead ex- 
pense control, and were among the 
first of the New England companies 
to establish such things as a methods 
department; budgetary and cost con- 
trols; work measurement and work 
simplification programs for their su- 
pervisors; and, in 1957, an electronic 
data processing program, through the 
use of an IBM 650. 

Even while these intensive attacks 
on overhead costs were being insti- 
tuted, the top officers of the com- 
pany were looking forward to an even 
broader approach to the basic prob- 
lem of expense reduction and control. 


Tactical Maneuvers 


“As we analyzed it,” Mr. New- 
combe explained, “the institution of 
our supervisory programs and the in- 
stallation of our electronic computer 
were—in a sense—tactical maneu- 
vers. You might say that we looked on 
them only as skirmishes in our cam- 
paign for cost reduction. We knew 
that we still had to make a _ broad 
frontal assault—on a unified basis— 
that would embrace a total consider- 
ation of operating policies, organiza- 
tion, basic procedures, office layout 
and workflow, machine utilization, 
and clerical staffing standards and 
controls.” 

Mr. Newcombe, Dudley W. Orr, now 
chairman, then president of Peerless, 





U.S. Survey Shows More 
Than 50% Of Aged With 
Some Hospital Coverage 


The hospital costs of more than one- 
half of those people over age 65 who 
have been hospitalized between June, 
1958, and June, 1960, were covered at 
least in part by some form of private 
health insurance, according to a survey 
conducted by U.S. Public Health Ser- 
vice. 

The service surveyed some 75,000 
households, comprising 245,000 people, 
for its sampling. The survey encom- 
passed only personal hospital coverage 
and did not include such other sources 
of payment for hospital bills as medi- 
cal and surgical insurance. 

In the service’s sampling, it was 
found that 53% of the men over 65 had 
some part of their hospital bills cov- 
ered, while 49% of the women were so 
covered. 

In age groups under age 65, the sur- 
vey shows, 71% of male hospital pa- 
tients were covered and in some age 
groups the total rose as high as 76%. 
Also, the higher the income of a group, 
the larger was the proportion of those 
having some form of hospital coverage. 
The range started with about 40% in 
families with incomes under $2,000 
annually, to 81% in families with an- 
nual income of $7,000 and more. 
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John O. Talbot, president, and H. 
Robert Heneage, executive vice-presi- 
dent, were all agreed on the plan to 
conduct an intensive over-all study of 
every phase of the company’s opera- 
tions, over a relatively short period of 
time. 

A committee of executive and spe- 
cialist personnel was formed, with 
Mr. Newcombe as chairman. It was 
recognized that these men still would 
have to give a great deal of their time 
to day-to-day administration. Conse- 
quently, the executives decided to en- 
gage the services of a management 
consulting firm to supplement the 
efforts of the company’s own person- 
nel. 


O’Toole Firm Selected 


After careful study by the senior 
executives, the firm of O’Toole As- 
sociates was chosen. An important 
point in this regard, Mr. Newcombe 
stated, was the fact that this firm had 
a record of accomplishment in the in- 
surance business which was important. 
Peerless executives believed that be- 
cause the insurance business is es- 
sentially technical and is so heavily 
regulated, the executive jobs are com- 
plex in nature, as also are many of 
the higher level clerical jobs. There- 
fore they decided to engage a firm 
that “knew its way around an insur- 
ance company.” 

The basic study of the Peerless ad- 
ministrative operations then was 
scheduled to begin shortly after the 
company had moved into its new home 
office building on the outskirts of 
Keene. 

The company’s executives did not 
neglect the public relations aspect of 
such a major undertaking. Bulletins 
went out at intervals, over the presi- 
dent’s signature; the senior officers 
held staff meetings with executives, 
supervisors and employes; and infor- 
mal discussions were held with key 
personnel. 

In the study, every phase of the 
company’s administrative processing 
was subjected to critical and search- 
ing review, and in all areas—sales, 
claims, underwriting, statistical, ac- 
counting, and office services. No as- 
pect of the company’s activities was 
left out of the program. 

Over 150 recommendations were de- 
veloped, and their implementation was 
begun late in 1959. 

Peerless waited almost a year be- 
fore publicizing the results of the pro- 
gram for administrative improvement. 
“We wanted to be sure the improve- 
ments were permanent,’ Mr. New- 
combe explained, “and that everything 
would result just about as we had 
planned. They were; and they did.” 

Executives of the group believe 
that the success of their cost reduc- 
tion program was helpful to them in 
several important ways besides the 
significant annual saving in home of- 
fice overhead. The savings were made 
on a highly selective basis, with no 
across-the-board reductions. In fact, 
in some home office units the clerical 
staff actually was increased. 


Other Benefits 


Also, the establishment of perform- 
ance standards and controls was not 
limited to the routine clerical jobs. 
Similar yardsticks were applied to the 
managerial and specialist personnel 
as well. Further, the basic procedures 
were streamlined and _ coordinated 
with the company’s computer opera- 


tions. In this way all of the essential 
clerical and data processing work: was 
brought into a total systems concept. 

Not the least of the good results, 
company officials are convinced, is the 
fact that the executives and super- 
visors who took part in the study are 
enthusiastic supporters of the com- 
pany’s continuing program for cost 
reduction and control. Mr. Newcombe 
remarked, “It’s like having a staff of 
volunteer controllers spotted through- 
out the company. It makes my job, 
and the job of every senior executive, 
just that much easier when it comes 
to internal administration and cost 
control.” 


Earl M. Schwemm Agency 


Has Record Production 

The Schwemm agency, Chicago 
branch of Great-West Life, has added 
to what is already believed to be an 
industry record for consistent million- 
dollar production. December is the 
210th consecutive month in which the 
agency has placed over $1 million in 
new business. 

Seventeen years ago, in July, the re- 
cord skein of production began. Every 
month since, business has exceeded $1 
million. In fact, it has averaged more 
than $2 million since 1958. In 1960, the 
agency placed over $27.6 million, and 
it will exceed that figure this year. 

This consistent production has made 
the Schwemm agency not only tops in 
the Great-West Life sales organization, 
but one of the most successful life in- 
surance agencies in the U. S. The 
agency has led the company in sales in 
20 of the past 23 years and, with 1961 
coming to a close, is on the verge of 
making it 21 out of 24. 


Life Company Real Estate 
Investment $3,917,000,000 


The aggregate realty investment of 
all life companies in the United States 
on Sept. 30 totaled $3,917,000,000, up 
$89 million from a year ago, according 
to Institute of Life Insurance. Nearly 
two-thirds of this investment was in 
commercial and industrial properties, 
totaling $2,322,000 on Sept. 30. Nine- 
month acquisitions and Sept. 30 hold- 


ings were reported as follows: 
ACQUIRED HOLDINGS 
9 Mos. 9 Mos. Sept. em. 


1961 1960 1961 
(000,000 Omitted) 
Company Used $73. $91. $1,115. $1,047 
Rental Housing 9. 427. 438. 
104. 2,322. 


Commercial Rental 108. 
ther 27. 
Total 


Land Travel Through Coin 
Machines In N. J. And Pa. 


American Home is offering in New 
Jersey land travel policies through 
Policymatic coin machines, which will 
be supervised by licensed agents. The 
one-week coverage at a premium of 
$1 will provide $7,500 in accidental 
death benefits and up to $500 in med- 
ical expenses. Machines will be at 
2,000 locations. 

In Pennsylvania, Life Assurance Co. 
of Pennsylvania has introduced the 
program. Its policies insure for $5,000 
for seven days in case of accidental 
death from injuries sustained in an 
automobile, bus or train and can be 
purchased up to a maximum of $20,000 
at 50 cents per policy. 


2,309. 
11. 53. 34. 
$216. “$215. $3,917. $3,828. 


Indianapolis Agents 
Hear Earl Denman 


Indianapolis Life Underwriters Assn. 
at its November breakfast meeting 
heard Earl Denman, Pacific Mutual, 
describe methods of selling prospects 
on estate planning. 


ll 


Southland Life Has 


Successful Campaign 

Southland Life had the largest vol- 
ume of business during the October 
president’s month campaign ever pro- 
duced in a single month of the compa- 
ny’s 53-year history. Total new life 
volume was $54,057,102, an increase 
of 40.8% over October of 1960. 

Total new health premiums exceeded 
$79,800. New business obtained from all 
sources, including group, totaled $62,- 
027,602 during the campaign month. 


{||| ACTUARIES ||| 


Bowles, Andrews & Towne, Inc.— 
ACTUARIES 
MANAGEMENT CONSULTANTS 
Life + Fire - Casualty 
Employee Benefit Plans 


RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS MIAMI 




















BROWN, CONRAD, RICHARDSON 
and FLOTT, Actuaries 


209 W. Jackson Citizens Bidg. 


Chicago Cleveland 
Tel. 922-0480 Tel. SUperior 1-7644 








HARLEY N. BRUCE & ASSOCIATES 


(Founded 1929) 
Consulting Actuaries 
Chicago Pittsburgh 
Cleveland 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


Sen Francisce Denver les Angeles 








E. P. HIGGINS & CO. 
Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 








Haight, Davis & Haight, Ine. 
Consulting Actuaries 
2801 North Meridian St. 5002 Dedge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 











NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











THE 
HOWARD E. COMPANY 


INCORPORATED 


Consulting Actuaries 
3225 N. MERIDIAN ST. ¢ INDIANAPOLIS 8 IND. 








PLANNING COUNSELORS 
Division of East West Management Services, Inc. 
CONSULTANTS AND ACTUARIES 
Pension, Profit Sharing, Employee Benefit Plans 

430 WR. Camden Brive Beverly Mills, Calif. 
CRestview 4-6671 BRadshaw 2-8264 
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HeNATIONAL UNDERWRITER 


Changes In The Field 


Fidelity Mutual 


Robert W. Earl is retiring as gen- 
eral agent at Portland, Ore. He will be 





Robert W. Earl 


Ted H. Willhite 
replaced by Ted H. Willhite. 

Mr. Earl entered the business in 1921 
at Eugene, Ore., with Equitable Soci- 
ety. He was later manager at Portland 
for Canada Life. He became Fidelity 
Mutual’s general agent there in 1943. 
Mr. Willhite was an agent and later 
supervisor at Portland for Connecticut 
Mutual. 


United States Life 


Carl W. Howard has been appointed 
general agent at Rock Hill, S.C. 


Standard Of Oregon 


E. B. Whalley, Kenneth R. Camp- 
bell and David M. Lawrence have been 
appointed managers of new agencies 
at Phoenix, San Diego and Los An- 
geles, respectively. Mr. Campbell is 
a past director of San Diego Life 
Managers Assn. 

Warren K. Smith, Frank M. Simeoli 





and Ernest B. Quinones have been 
named field underwriters, the first 
two at San Joaquin, Cal., and the 
last at Oakland. 

George H. Barnhart and Joseph 
W. Martin have been appointed field 
representatives at Los Angeles and 
Riverside, Cal. 


Metropolitan Life 


August W. Friedel, senior territorial 
field correspondent, has been made 
regional supervisor, field management 
division, at Tampa, Fla. 

John F. Volk, territorial supervisor, 
has been named regional supervisor, 
field management division, at Atlanta. 


Great American Life 


Byron A. Maxwell Jr. has been ap- 
pointed regional field supervisor for 
southern Texas with headquarters in 
Dallas. He had been an agency super- 
visor in California for Springfield- 
Monarch. 


Hartford Life 


Carl S. Hohengarten, manager at 
Cincinnati, has been named regional 
director of sales in the central de- 
partment. Before joining the company 
in 1960 he was with Connecticut Gen- 
eral as an agent at St. Louis and 
assistant manager at Boston. 

Richard C. Hess has been made man- 
ager at Seattle, succeeding Donald L. 
Fulghum, who has been named man- 
ager at San Francisco. Mr. Hess was 
with California-Western States at Se- 
attle and was later appointed assistant 
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of adequate protection 
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are completely devoted 
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manager there for Occidental of Cali- 
fornia. 


Mutual Of New York 


Alfred A. Ruppuhn Jr., has been 
appointed manager of a new agency 





Alfred A. Ruppuhn Jr. Alexis A. Ryan 


in West Palm Beach, Fla. He joined 
the company in 1955 at Miami and 
was later appointed assistant manager 
there. He has recently been in man- 
power training at the home office. He 
has the national quality award and 
is a member of Mutual’s Top Club 
and National Field Club. 

Alexis A. Ryan, a merchandising 
specialist at the home office, has been 
named manager at East Orange, N.J., 
succeeding Thomas J. Sharp, who is 
resigning. Mr. Ryan joined the com- 
pany in 1955 at New York and was 
later made assistant manager there. 

Edward J. Goddin has been ap- 
pointed manager at Louisville, suc- 
ceeding Ralph H. Ruch, who is return- 
ing to personal production. Mr. Goddin 
was an agent and assistant manager 
at Richmond, Va., until 1959 when he 
went to the home office as a man- 
power specialist. 


Guardian Life 


Henry A. Deppe and Gabriel A. Val- 
enzuela have been named co-general 
agents at White Plains, N.Y. Mr. Deppe 
has been manager there since 1957. 
Mr. Valenzuela has been in personal 
production at that agency. 


Bankers Life Of Nebraska 


C. D. Maier has 
been named gen- 
eral agent at Den- 
ver, where he had 
been general agent 
for Penn Mutual 
Life. Before that, 
he was a general 
agent at Oklahoma 
City for Penn Mu- 
tual Life. 


C. D. Maier 


Connecticut Mutual 


Harold J. Ransom, general agent at 
New Yozk, has retired. He joined the 





William C. Remien Herbert C. Remien Jr. 


company in 1919 there. He was later 
a supervisor, then vice-president of 
the Fraser general agency. In 1959 
he became co-general agent with War- 
ren C. Clark, who will continue as 
sole general agent. 

Herbert C. Remien Jr. and William 
C. Remien have been appointed co- 
general agents at Grand Rapids, suc- 
ceeding their father, Herbert C. Rem- 
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ien, retired. Herbert joined the agency 
in 1950 and was appointed a super. 
visor in 1957. He has been a member 
of the company’s Leaders Round Ta. 
ble seven years and President’s Club 
eight years. William was also appoint. 
ed supervisor in 1957. 


Life Of Virginia 

N. James Malta, field training sy. 
pervisor, has been promoted to man. 
ager at Columbus, O. 

Bruce E. Jennings, manager at East 
Point, Ga., has changed places with 
J. Marvin Gunter, manager at Colum. 
bus, Ga. 


Southland Life 


John E. Lovelace Jr. has been name 
a field assistant. 


Mutual Of Omaha 


James Bentle, formerly of the home 
office, has been assigned to Columbus, 
O., to set up a statewide office which 
will specialize in association group, 


Prudential 


Roscoe C. Holmes, manager at Holly. 
wood, Cal., has retired after 42 years 
with the company. He holds the 
longest continuous service record as 
manager in the same district for the 
entire company. Mr. Holmes _ joined 
Prudential as an agent in Chicago and 
was transferred to Los Angeles the 
same year. He became manager at 
Hollywood in 1929. 


American United Life 


Charles E. Ro- 
mer has been 
named manager at 
Cincinnati, where 
he had been a unit 
manager with Un- 
ion Central Life. 





Charles E. Romer 


Lutheran Brotherhood 


William A. Johnson has been named 
general agent of the greater Minne- 
apolis agency. He joined the fraternal 
in 1952 and was a district represen- 
tative at New York Mills, Minn., until 
being appointed general agent at Litch- 
field, Minn., in 1957. 

Donald Mueller, an outfielder with 
the New York Giants for 10 years, has 
been appointed a district representative 
with the Gordon S. Summers general 
agency in St. Louis. 


Manufacturers Life 


Harold F. Burr has been appointed 
assistant manager at Hartford. Be 
fore joining the company he had been 
with Household Finance Corp. 


Occidental Of California 


John T. Coughlin has been named 
brokerage manager at Los Angeles. 
He has been with Occidental since 
1958, serving as Los Angeles branch 
assistant manager since 1960. 

John C. Boettcher has been appoint- 
ed brokerage manager at Lincolt, 
Neb. He had been field manager in 
Frankfurt, Germany, for Life of North 
America. Before that he was an agent 
in Lincoln for Metropolitan Life and 
for Mutual of New York. 

George W. Moyer, recently trams- 
ferred from Seattle, has been n 
manager at Spokane. He started his 
insurance career as agency supervi- 
sor for Educators of America at L#s 
Angeles, where he joined Occidental 
as assistant branch manager. 
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Mutual Benefit Life 


Lyford V. Mac- 
Ewen, general 
agent at Manches- 
ter, N.H., has re- 
tired. He joined 
the company in 
1932 at Nashua, 
N.H., and became 
Manchester gener- 
al agent in 1952. 
He has been a di- 
rector of the com- 
pany’s general 
agents association 
and has received 
numerous company production awards. 

Eli M. Ostern has been appointed 
assistant general agent at the Salinger 
& Wayne agency at New York. He has 
been in personal production at the 
agency. 


Lyford B. MacEwen 


Prudential 


Leonard A. Alkire, manager of the 
Beverly-Wilshire district of Los An- 





Stanley Richman Leonard A. Alkire 


geles, has been advanced to manager 
of the Hollywood district to replace 
Roscoe C. Holmes, retired. Stanley 
Richman, training consultant for the 
western home office, has been promoted 
to manager to succeed Mr. Alkire. 

Robert V. Pouti, agent at Cloquet, 
Minn., has been promoted to manager 
at Ashland, Wis. 

H. Stanley Rassler, associate man- 
ager at Cleveland, has been made 
manager at Rochester, N.Y. He joined 
the company in 1955. He is a CLU. 


Ideal National 


Carson R. Healy 
has been named 
general agent at 
Roseburg, Ore. He 
has been in the 
business 12 years 
—as sales office 
manager, district 
manager and gen- 
eral agent. 





Carson R. Healy 


Lincoln National Life 


William H. Reilly Jr. has been named 


general agent of a new agency at 
Elmhurst, II]. 


Massachusetts Mutual 


Robert I. Curran Jr., who has been 
a partner in the Mallon-Curran gen- 
eral agency at New York, has joined 
the Clancy general agency there as 
co-general agent. Mr. Curran joined 
the company 24 years ago. He is pres- 
ident of New York City Life Under- 
writers Assn. and Manhattan chair- 
man of Life Underwriters Training 
Council. He is chairman of life in- 
surance managers and agents division 
of Heart Fund and past president of 
New York City Life Supervisors Assn. 

Stephens P. Brown, assistant gen- 
eral agent and brokerage manager at 
the Clancy agency, has been made as- 
sociate general agent there. 








LIFE INSURANCE EDITION 


AMERICAN INCOME LIFE of Waco, 
Tex., has made James C. Long general 
agent at Peoria, Ill. He was at New 
Orleans for World Ins. Co. 


LINCOLN LIFE & CASUALTY has 
appointed Louis Williamson Jr. gener- 
al agent at Kearney, Neb., and Paul T. 
Wold general agent at Grand Island, 
Neb. 


LAFAYETTE LIFE of Indiana has 
appointed R. LeRue Taintor general 
agent at Springfield, Il. 


INDEPENDENCE LIFE of Pasa- 
dena has appointed Ward J. Finch 
territorial manager for west Los An- 
geles. He has been with Metropolitan 
for the past 11 years. 


LINCOLN LIBERTY LIFE—Frank 
A. O’Connor, Boone, Ia., and William 
J. Brigham, Springfield, Mo., have 
been named general agents. L. C. Sut- 
ton has been appointed manager of 
a new unit of the H. V. Seger general 
agency in Houston. 


MIDLAND NATIONAL LIFE has 
appointed Earl D. Schmidt general ag- 
ent at Spirit Lake, Ia. 


NORTH AMERICAN LIFE & CAS- 
UALTY—Three appointments have 
been made at Toronto: Michael G. 
Monette, branch manager; Hugh B. 
Mitchell, director of special sales for 
Canada, and Charles E. Lapp, director 
of Canadian group sales. 


GREAT NORTHWEST LIFE—Ho- 
ward W. Hendry has been appointed 
regional superintendent of agencies 
with headquarters at San Francisco. 
Mr. Hendry, who has been with Cal- 
ifornia Life as assistant director of 
agencies, will be responsible for gen- 
eral agent recruiting and liaison with 
existing agencies in the northern Cal- 
ifornia area. 





Manufacturers Introduces 
Pension, Profit Sharing 
Plan That Is Split-Funded 


Manufacturers Life has introduced 
a flexible split-funded pension and 
profit sharing plan. Known as the 
“Combination Plan,” it permits placing 
some of the premium in level pre- 
mium policies (whole life at 75 with 
increased annuity option) and part of 
it at interest in a separate conversion 
fund with Manufacturers or admin- 
istered by the employer. Manufac- 
turers is currently paying 4% interest 
and the rate is guaranteed to be not 
less than 244%. 

At retirement the employe applies 
his life insurance cash value under 
the guaranteed annuity option, and 
the balance of his pension comes from 
the conversion fund which buys ad- 
ditional annuity income, also at guar- 
anteed rates. The plan’s flexibility per- 
mits retirement at any age from 55 to 
75. 

A simplified underwriting system is 
used for groups of 10 to 25 lives. 


Security Mutual Issues 


New Vested Income Plan 


Security Mutual Life has issued its 
new vested income plan. Known as the 
“VIP,” the plan combines non-cancel- 
lable disability income insurance with 
a life income protection policy. It is 
designed to pay monthly benefits to 
insured in the event of injury or ill- 
ness, and retirement benefits at age 
65. It also provides for cash or monthly 
income in the event of death prior to 
age 65. 
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Home Office Changes 


North American, Ill. 


John C. Davis has been elected 
vice-president and treasurer. He joined 





Charles Ashbrook Jr. 


Arthur S. Johnson 


North American Life in 1949 as as- 
sistant treasurer, and became treas- 
urer in 1958. 

Charles G. Ashbrook Jr. has been 
promoted from assistant agency vice- 
president to second vice-president and 
assigned supervision of the eastern 
half of the U.S. He joined the com- 
pany as agency assistant in 1954. In 
1956 he was promoted to supervisor 
of field service and in Feb. 1957 
was promoted to assistant agency vice- 
president. 

Arthur S. Johnson has been pro- 
moted from superintendent of agen- 
cies to regional vice-president and as- 
signed supervision of the western half 
of the U.S. He joined North Ameri- 
can in 1948 as agency supervisor. In 
1949 he was made manager of the 
A & H sales division, and in 1952 
he was elevated to superintendent of 
agencies. 

Hugo A. Lorenz, attorney, has been 
appointed assistant general counsel. 
He started with North American’s le- 
gal department in 1958. 

Andrew F. Cordischi has been pro- 
moted to regional agency director for 
Wisconsin. With the company since 
1958, he went into the agency de- 
partment in 1959. He was promoted 
to director of training in 1960, and 
was named regional agency supervisor 
the same year. 


Fidelity Mutual 


Dr. Philip J. Dorman has been ap- 
pointed assistant medical director. He 
has been a member of the clinical 
investigation department, research and 
development division, Smith, Kline & 
French Laboratories in Philadelphia. 


Prudential 


James H. Mason, general manager of 
the Minneapolis regional home office, 
has been made executive general man- 
ager at the Chicago regional home of- 
fice. 

Edwin E. Lineberry, executive, gen- 
eral manager of the group department, 
has been made executive general man- 
ager at the Minneapolis home office. 

Albert D. Searles, associate mana- 


ger at Buffalo, has been appointed 
ordinary agencies training consultant 
at the Boston regional home office. He 
is a CLU. 


Lutheran Brotherhood 


Stanley Tollerson has been appointed 
agency relations supervisor. He joined 
the fraternal in 1951 and has been 
a general agent in Minneapolis for the 
past four years. In his newly created 
post he will be responsible for liaison 
between top management in the agency 
department and the society’s 900-mem- 
ber field force. : 


Ohio National Life 


Karl H. Rabold, agency department 
manager, has been named _ assistant 
agency secretary with officer status. 
Before joining the company he had 
been estate control representative and 
agency cashier for Aetna Life at Om- 
aha. 


B.A.R.E. 


Benefit Assn. of 
Railway Employ- 
ees has appointed 
Ted Enselman 
life training man- 
ager. 

Mr. Enselman’s 
background in- 
cludes three years 
with Equitable So- 
ciety and four 
years with Great- 
West Life. 


Capitol Life 

James B. Knight has been ap- 
pointed executive vice-president in 
charge of administration. He has been 
secretary and managing director of 
Life Companies Inc. of Richmond. He 
was also a director of Lamar Life, 
of which company he had previously 
been secretary. 


Sun Life Of Canada 


J. H. Harrison, R. L. MacKinnon 
and Claude Prieur, assistant treasur- 
ers, have been named associate treas- 
urers. Mr. Harrison joined the com- 
pany in the investment department in 
1949. Mr. MacKinnon has been an of- 
ficer in the investment division for 
six years. Mr. Prieur was made a 
supervisor in that department in 1955 
and then became assistant treasurer 
and an officer in 1959. 

J. A. Brabant, assistant counsel, was 
named assistant general counsel. 

Fernand Beaudoin, inspector of ag- 
encies, has been appointed assistant 
superintendent of agencies, eastern 
Canadian division. 

D. H. Mather and P. A. Spark have 
been made assistant treasurers. 

H. W. Gustafson, a branch office su- 
pervisor, has been named _ assistant 
supervisor. 





Ted Enselman 





174 Whitney Avenue 











COULD IT BE TRUE? 


A Connecticut Life Insurance Company offering up to 103% 
first year commission—it sure is! We also pay another 45% 
in renewals over the next six years. If you want more infor- 
"6 mation on how to step up to your own Agency, contact—David 
G. Hunting, C.L.U., President. 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


e New Haven 5, Conn. 
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Manufacturers Life 


Donald W. 
Heathering- 
ton, brokerage 
manager at Hart- 
ford, has been ap- 
pointed assistant 
agency = superin- 
tendent at the 
home office. He 
has been president 
of Hartford Life 
Underwri- 
ters Assn. 

Harold F. Burr 
has been made as- 
sistant manager in Hartford. Before 
joining the company in 1959 he was 
with Household Finance Corp. of Chi- 
cago. 





D. W. Heatherington 


Commonwealth Life 


William A. 


Motsch, acting 
controller, has 
been elected con- 
controller. 





William A. Motsch 


Lutheran Mutual Life 


Bruce H. Saler, 
manager at Ro- 
chester, N.Y., has 
been named direc- 
tor of agencies and 
a member of the 
executive commit- 
tee. He is treas- 
urer of Rochester 
General Agents & 
Managers Assn. 





Bruce H. Saler 


Metropolitan 

Irving G. Roth, manager of the in- 
surance and retirement program for 
the company’s employes, has been 
made 3rd vice-president. He joined the 
company in the actuarial division in 
1928. He was appointed associate ac- 
tuary in 1953. 

Thomas F. Delaney has been ap- 
pointed associate general counsel. He 
joined the company in 1939 as at- 
torney in the law division. In 1957 
he was made assistant vice-president 
in insurance relations, and in 1959 
he was assigned to the staff of the 
executive vice-president. 

Dr. Richard R. Prouty has been 
made assistant medical director. He 
has been in clinical research with 


Service Guide. | 


ACS 


Actuarial Computing 


Service, Inc. 
“Specializing in Computer Applications 
for the Insurance Industry” 


1389 PEACHTREE ST.,N.E. ATLANTA 9, GEORGIA 
TR. 5-6727 
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HeNATIONAL UNDERWRITER 


Squibb & Sons Institute for Medical 
Research at New Brunswick, N.J. 

John E. Lyons, senior territorial field 
correspondent, has been made terri- 
torial supervisor, field management 
division. 

Eugene C. Langhans, senior salary 
and job evaluation assistant, and 
James J. McCormack, salary and job 
evaluation assistant, have been made 
assistant managers of the compensa- 
tion committee staff. 


Bankers National Life 


Charles A. Curtis, manager of se- 
curities, has been made 2nd vice-pres- 
ident, investments. He was a security 
analyst with Mutual Benefit Life be- 
fore joining Bankers National in 1959 
as an investment analyst. 

John B. Monahan, regional director 
of agencies at Chicago, has been ap- 
pointed director of agency operations. 
He joined the agency department staff 
in 1955 and was made assistant di- 
rector of agencies in 1957. 

Joan Bergh, mortgage secretary, has 
been named an assistant secretary. 
She has been in the investment de- 
partment since 1950. 

Dr. Roger P. Lochhead and Dr. B. A. 
Ruggieri, assistant medical directors, 
have been made associate medical di- 
rectors. 

Frank W. Zihala has been named 
fmanager—underwriting administra- 
tion. 

Glenna Rose has been made invest- 
ment secretary and statistician. 


GREAT NORTHERN LIFE of Fort 
Wayne has appointed Emil L. West 
a vice-president. 


FIRST PYRAMID LIFE—Paul Y. 
Griffin Jr. has been named agency 
assistant. 


BENEFICIAL STANDARD LIFE has 
elected Robert C. Costes assistant vice- 
president. He had been claims de- 
partment manager. 


NORTH AMERICAN LIFE of To- 
ronto has promoted A. S. Burton from 
treasurer to vice-president and treas- 
urer. T. H. Inglis and W. D. Currie, 
investment assistants, have been 
named assistant treasurers. 


INVESTORS LIFE OF NEBRASKA 
—Leonard E. Sample has been ap- 
pointed vice-president and agency di- 
rector. He has been community agen- 
cy director for Farm Bureau Life of 
Iowa. 


PRAETORIAN MUTUAL LIFE— 
—James M. Whitehurst has been 
named agency director. Mr. White- 
hurst, who joined the company a year 
ago and has been serving as assist- 
ant agency director, succeeds Thomas 
H. Penton, resigned. 


COMMERCE of Chicago has appoint- 
ed Edwin Barts vice-president and 
agency director in charge of the com- 
pany’s 12 operational sales divisions. 
He has been in the life insurance sales 
administration field for 17 years, both 
in the field and home office. 





Lauren R. Januz & Associates, gen- 
eral agent for Old Line Life of Mil- 
waukee, has moved to 654 North Bank 
Lane, Lake Forest, Ill. 


Insurance in force totaling $237,025,- 
570 was achieved by Great National 
Life of Dallas at the end of November. 
This is a gain of $21.5 million for the 
year. 


Estate Planners Hear Two 


U.S. Life Experts Speak 


Richard T. Griffin and Warren V. 
Smith addressed the Tax and Estate 
Planning Council of Long Island at its 
first dinner meeting, held in Hemp- 
stead, N.Y. Mr. Griffin, agency pension 
consultant at United States Life, spoke 
on the tax advantages of qualified re- 
tirement plans. Mr. Smith, assistant 
vice-president in the group department 
of United States Life, discussed new 
developments in group insurance. 


Wis. Blues Cover 27% Of 


State’s Senior Citizens 
Wisconsin Blue Cross and Blue 
Shield cover 27% of the state’s senior 
citizens, according to L. R. Wheeler, 
executive vice-president Wisconsin 
Blue Cross. Under conversion, a per- 
son, regardless of age, is allowed to 
retain Blue Cross and Blue Shield pro- 
tection when he leaves his group be- 
cause of retirement or other causes. 


Security Life Of Minn. 


Increases Capital Stock 


Security Life of Minneapolis at a 
special meeting of stockholders in- 
creased the capital stock of the com- 
pany from $250,000 to $350,000 and 
issued it in the form of a stock di- 
vidend. 

The purpose of the transaction was 
to meet the statutory requirements of 
those states into which the company 
plans to expand. 

Named a director is Arthur R. Up- 
gren, Bigelow professor of economics 
Macalester College. 


New England | Life To Buy 
More Recent Model Univac 


New England Life has ordered a 
Univac III electronic computer system 
from the Sperry Rand Corp. Delivery 
is scheduled for January, 1963. 

The new model will replace a Uni- 
vac II that has been in use since 1959. 
Univac III, which is fully transistor- 
ized and some nine times faster than 
the older model, will permit New 
England Life to transfer many ad- 
ditional functions to it. 


Two Greenville, S.C., 
Insurers Plan Merger 


A merger of Surety Life of Green- 
ville, S. C., and Independence Ins. Co. 
of that city has been proposed to 
Surety stockholders. Both companies 
are owned by Surety Investment Co., 
but have been operating separately. 
A realty company is also in the group. 
Surety Life had $12 million of insur- 
ance in force at the end of last year. 
A prominent part of its holdings is 
in the stock of Liberty Life of Green- 
ville, 


Has New Ordinary Life Portfolio 

Illinois Mid-Continent Life has a 
new portfolio of ordinary life policies. 
The line features par and non-par cov- 
erages with unrestricted quantity dis- 
count. Reserves and non-forfeiture val- 
ues are based on the 1958 CSO mortal- 
ity tables. Some of its more competi- 
tive aspects are advantageous conver- 
sion privileges, almost unlimited use 
of term riders, low net cost, as well 
as special plans designed for special 
need of particular groups. The new 
series of 45 policies and riders was 
presented to more than 200 company 
general agents and producers at a spe- 
cial seminar conducted by Lester M. 
Wintz, 2nd vice-president. 
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Conventions 


Dec. 27-29, American Risk & Insurance Agsn, 
annual, New York City. 


1962 


Jan. 26, CLU seminar, University of Miami, 
Miami. 

Jan. 31-Feb. 4, Federation of Insurance Coun. 
sel, midyear, Grand Bahama Island Hotel, 
Grand Bahama Island. 

Feb. 12-14, Health Insurance Assn., group in. 
surance forum, Drake Hotel, Chicago. 

Feb. 16-17, New York State Assn. of Life Un. 
derwriters General Agents & Managers Con. 
ference, annual, Gideon Putnam Hotel, Sara. 
toga Springs, N.Y. 

Feb. 21-24, Florida Life Underwriters Assn, 
sales congress, Miami, Lakeland, Tallahagseg 
and Jacksonville. 

March 18-22, National Assn. of Life Underwyj. 
ters, midyear, Hotel Peabody, Memphis, Tenn, 

March 19-21, Life Office Management 
automation forum, Drake Hotel, Chicago, 

April 25-26, New York State Assn. of Life Un. 
derwriters ‘‘Appleknockers” sales congress 
caravan, Ten Eyck Hotel, Albany, April 3 
and Chamber of Commerce Building, Roches. 
ter, April 26. 

May 7-9, Health Insurance Assn., annual, Den. 
ver Hilton, Denver. 

May 17-19, Horne Office Life Underwriters 
Assn., annual, Royal York Hotel, Toronto, 
Canada. 

May 28-29, Assn. of Life Insurance Counsel, 
spring meeting, Greenbrier Hotel, White Sul. 
phur Springs, W. Va. 

May 30-31, Actuarial Club of the Pacific States, 
spring meeting, Ahwahnee Hotel, Yosemite 
National Park, Cal. 

June 3-6, Insurance Accounting & Statistica) 
Assn., annual, Royal York Hotel, Toronto, 
Canada. 

June 6, Fraternal Actuarial Assn., annual, 
Drake Hotel, Chicago. 

June 10-13, Institute of Home Office Under. 
uitere annual, Shoreham Hotel, Washing. 
on, 

June 13-16, Life Insurance Conference, annual, 
Greenbrier Hotel, White Sulphur Springs, 


June 18-22, National Assn. of Insurance Com- 
missioners, annual, Queen Elizabeth Hotel, 
Montreal. 

July 12-14, International Assn. of Insurance 
Counsel, annual, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

July 23-27, National Insurance Assn., 
Statler Hilton Hotel, Los Angeles. 
July 31-Aug. 3, Federation of Insurance Coun 

sel, Hotel Vancouver, Vancouver, B. C. 

Aug. 1-4, National Assn. of Life Companies, 
Inc., annual, Olympic Hotel, Seattle. 

Aug. 19-21, South Dakota agents, annual, 
Alonzo-Ward Hotgel, Aberdeen. 

Sept. 12-14, Life Insurance Advertisers Assn, 
annual, Mayflower Hotel, Washington, D. ¢, 
Sept. 15-21, National Assn. of Life Underwri- 
ters, annual, Conrad Hilton Hotel, Chicago, 
Oct. 29-31, Health Insurance Assn., individual 
insurance forum, Denver Hilton, Hotel, Den- 

ver. 

Sept. 16-21, National Assn. of Life Underwri- 
ters, annual, Hilton Hotel, Chicago, 

Sept. 24-26, Life Office Management Assn, 
annual, Netherland-Hilton Hotel, Cincinnati, 

Sept. 24-26, National Fraternal Congress of 
America, annual, Statler Hilton Hotel, New 
York City. 

Sept. 30-Oct. 3, International Claim Assn., an: 
nual, Americana Hotel, Bal Harbour, Fla. 

Oct. 8-12, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 15-17, Society of Actuaries, annual, Cha 
teau Frontenac Hotel, Quebec. 


annual, 


Oct. 25-26, Actuarial Club of the Pacific States, . 


= meeting, Del Monte Lodge, Pebble Beach 
al, 


Oct. 29-31, Assn. of Life Insurance Medical 
Directors, annual, Queen Elizabeth Hotel, 
Montreal. 

Nov. 6-9, Life Insurance Agency Management 
Assn., annual, Statler Hilton Hotel, Dallas. 

Dec. 3-7, National Assn. of Insurance Commis 
sioners, winter meeting, Conrad Hilton Hotel, 
Chicago. 

Dec. 10-11, Assn. of Life Insurance Counsél, 
winter meeting, Waldorf-Astoria Hotel, New 
or 

Dec. 12-13, Life Insurance Assn. of America, 
annual, Waldorf-Astoria Hotel, New York 
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Consulting Actuary 
Suite 2011 
139 N. Clark St. Chicago 2, IL 
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LIFE INSURANCE EDITION 


Snags In Replacement Curbs Defined 


(CONTINUED FROM PAGE 1) 
damage by reason of the replacement 
of insurance of that type and of other 
that I would like to make today is that 
this committee give further consider- 
ation to their problem in the hope 
that the terminology might be amend- 
ed to give us the desired protection on 
this particular type of business. 


‘Sharpshooter’ Cases On Rise 


Increase in replacement cases: Our 
company has found there is an in- 
crease. We divide these cases into the 
ordinary, run-of-mine cases of the 
kind we have had for years and those 
that we call the “sharpshooter” cases, 
usually built around some minimum 
deposit approach. We have found a 
slight increase in the former group 
and a very sizable increase in the 
sharpshooter division. 

Signs of any trend in company and 
state regulations: We made an anal- 
ysis of what the companies and states 
are doing. We found the companies 
were tightening their own regula- 
tions. The trend—if 10 states consiti- 
tute a trend—is definitely in the di- 
rection of requiring the preparation of 
a written proposal signed by the agent 
and a copy given to the prospect, a 
copy to the home office, and the home 
office notifying the competing com- 
pany. 

The critics say these new written 
proposal requirements are more bur- 
densome than they should be, and 


B.M.A. Nov. Sales Highest 
In Company's History 

The biggest month’s production in 
its history was attained by Business 
Men’s Assurance during November. 
Total volume of life and health was 
103% of the previous record set in 
November, 1960. 

Paid life exceeded $50 million dol- 
lars during the 30-day “Grant month” 
sales campaign. The increase of life in 
force during the month brought the 
Company’s in-force figure to $2,177,- 
335,935. 

Leader of the 38 Branch Offices in 
the campaign was the Portland, Ore. 
office under the direction of H. G. Horn 
regional manager. Winner of the Grant 
month trophy was Andrew L. Wolf, 
Phoenix. 





Connecticut Mutual Passes 
$5-Billion In-Force Mark 


Connecticul Mutual Life has passed 
the $5-billion mark in life insurance in 
force. 

Although company officers were un- 
able to pinpoint the exact moment 
when the $5-billion figure was reached, 
they said it was close to the 115th an- 
niversary of the purchase on Dec. 15, 
1846 of the company’s first policy by 
Elisha B. Pratt, a founder and first 
vice-president of Connecticut Mutual. 
Guaranty Income Has New Policy 

Guaranty Income Life of Baton 
Rouge has issued a new special con- 
tract, the guaranteed savings and es- 
tate protection plan. It is a package 
containing a $5,000 face amount with 
10 units of mortgage cancellation built 
in. The policy pays to the beneficiary 
in the event of death $100 a month to 
the end of the 20th policy year. In ad- 
dition, it contains a return of premium 
provision, 19 $50 coupons which mature 
annually and are matured on death of 
insured. The policy is participating and 
endows a limited number of years 
after the 20-year period, depending on 


. the age of insured at issue. 


that they tend to restrict competition, 
and this point has been made with 
some vigor. They say that the notice 
provision converts a replacement case 
into an adversary proceeding, some- 
thing like a lawsuit, with the customer 
in the middle. And point was raised 
that that isn’t going to improve our 
customer relations. Now the support- 
ers say that the more complete ex- 
change of information brought about 
by the notice sets the stage for the 
best kind of competition—an informed 
choice by an informed buyer. They 
say that the payment of repeated ac- 
quisition costs and surrender charges 
inherent in multiple replacements is 
bound to put our business in an inde- 
fensible position with the public. I 
may say that we just encountered the 
jackpot case, a $100,000 case rewritten 
in four companies over a period of 
none years. 


What Should Be In Notice? 


The real argument starts when we 
begin discussing what ought to be in 
the notice to the prospect. There are 
two approaches—the general and the 
specific, though there’s a shading over 
in New Jersey. New Jersey originated 
the requirement of the “boiler plate” 
notice. so far as we know, this is the 
only state that has required this kind 
of notice. In addition, New Jersey goes 
one step farther and requires a hand- 
tailored one for each individual case. 

The devotees of the specific ap- 
proach say that experience has dem- 
onstrated what items are usually ma- 
terial, and that the agent needs a track 
to run on. The devotees of the general 
approach argue that comprehensive 
data which a_ sophisticated buyer 
might like to evaluate could submerge 
another buyer who was less knowl- 
edgeable and who wasn’t interested in 
covering the whole waterfront. 

Some have asked me why the de- 
partments are so anxious to have a 
written memorandum prepared in re- 
placement cases. The answer seems to 
be that oral presentations leave too 
many loose ends dangling. Faulty 
memory, self-interest, lack of techni- 
cal knowledge all color the recollec- 
tion of what an agent said or did days, 
weeks, months or years ago. 

Why do the departments want to 
make the companies more responsible 
for the contents of the proposals along 
with the agents? You may have no- 
ticed that in many of these new re- 
quirements laid down by the states 
the proposal is shipped to the home 
office and there is a direction that it 
be retained at the home office. It’s 
perfectly apparent that behind that 
approach is the idea that when a com- 
pany is examined, the examiners, as 
a part of the examination process, 
would review the collection of propos- 
als that are there, which would give 
them an idea as to the company’s gen- 
eral behavior in this area, irrespec- 
tive of a complaint in any particular 
case. 

Must Cut Innocent Errors 


The departments also feel there is 
another point: In the ordinary twisting 
case, to make a case, it has to be 
proved that there was an intentional 
misstatement of fact and that the 
agent knew that this was so. Te 
agent’s defense usually is that of in- 
nocent error. The departments point 
out that for the average agent the re- 
quirements are much lower than those 
for the technicians at the home office 
and that if innocent errors are to be 
avoided there must be greater respon- 
sibility on the part of the company. 

Another point: There have been 


complaints about the lack of uniform- 
ity in the regulations promulgated by 
the states. That complaint is well 
founded. So then someone comes along 
and says, “Is the answer to that a 
proposal for a uniform regulation 
adopted by the commissioners?” My 
own notion is that we haven’t reached 
the point where the thinking is suffi- 
ciently congealed so that we could ask 
for something of that kind, and I 
should think that we ought to try what 
we have, for a while, to see how they 
work out before attempting to extend 
the number of regulations. 

What to do about the “sharp- 
shooters”: I think we should take care 
of the sharpshooters. I think the field 
and the home offices should under- 
stand what terms mean: twisting, 
sharpshooting. I think when evil is 
done we should address ourselves to 
it, and the way to discover evil in this 
field of twisting, replacement, or what 
have you, is by requiring complete dis- 
closure at the point of sale, and if 
the management of every company 
will address itself to that, we’ll cure 
the evil. 


Gordon Hull Named Account 
Executive For Ad Agency 


Gordon Hull, former director of ad- 
vertising and sales development of 
Mutual Benefit Life, has joined the 
New York advertising agency, Comp- 
ton Advertising, Inc., as an account 
executive. 

Mr. Hull, a graduate of LIAMA’s 
school of agency management, is a 
former newspaper man and life insur- 
ance editor of the Insurance Advocate. 
He is a past chairman of the Gotham 
Group, the local association for Life 
Insurance Advertisers Assn. at New 
York. 
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Complete Survey Of 
Hospital Bed Needs 


(CONTINUED FROM PAGE 9) 
was painstaking analysis and compari- 
son of all hospital cases—more than 
63,000 occurring in a total of 42 insti- 
tutions in five counties. 

This information demonstrated that 
many widely-held beliefs about hos- 
pitals are based on cases that do not 
reflect the true situation. One of these 
beliefs has to do with the misuse or 
abuse of hospital services with Blue 
Cross or insurance coverage, which 
the study showed could not amount to 
more than a small fraction of the total 
days of care. 


Upsetting Old Beliefs 


Another finding upset the belief that 
metropolitan hospitals have dominant 
areas of service. “Study of the geo- 
graphical origins of patients shows that 
of 22 Cuyahoga county hospitals, only 
two served a majority of the patients 
from their areas of major influence. 
The majority of the patients whose 
homes are near one hospital will travel 
a greater distance to go to other hos- 
pitals. .. .” 

In addition to its inclusive study, the 
committee conducted numerous spe- 
cial analyses. These covered such mat- 
ters as the proportion of hospital costs 
resulting from fixed expenses which 
continue even when beds are not oc- 
cupies (77%), comparison of the use of 
hospitals by Blue Cross _ subscribers 


entitled to certain non-bed services as 
opposed to those entitled to bed care 
only, the effects of the deductible and 
similar payment contracts on the use 
of hospitals by subscribers, and the 
apparent part played by doctors in 
determing selection of the hospital. 


WEIGH the 
ADVANTAGES 
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Editorial Comment 


Embarrassing Questions On Replacers 


As more and more people come to 
understand the likelihood of taking a 
financial beating by following a re- 
placer’s advice, the need for effectively 
curbing the irresponsible operators in 
this field becomes enormously more 
acute if the business is to avoid one 
of the messiest public relations situa- 
tions in its history. 

The better the job that companies, 
agents and other sources of informa- 
tion do in convincing the public that 
replacing is usually costly, the more 
likely it is that people will ask ques- 
tions like “Why do insurance compa- 
nies accept this kind of business with- 
out making sure the buyer won’t lose 
by it? They must know, or could easily 
find out, who the bad actors are, so 
why don’t they fire them? What kind 
of a business is life insurance, anyway, 
to permit such goings-on?” 

We recently heard of a case that 
illustrates the problem. Until the pend- 
ing investigation of it is completed, it 
is not possible to say whether the 
proposed replacement would be a good 
move or a bad one for the policyholder; 
it’s enough that he is convinced that 

-it would have been a bad one. An 
agent was about to sell him a policy 
to replace some insurance, in fact the 
application papers were all signed, 
when the prospect had the good sense 
to get in touch with a friend from 
whom he’d previously bought life in- 
surance. When the prospect had heard 


both sides, he decided against replac- 
ing. But more than that, he expressed 
disgust with a business that would 
allow this kind of selling to be done. 
In fact, he strongly advised his friend 
to get out of life insurance and into 
some other business with higher stand- 
ards. Fortunately, the man’s faith in 
the life insurance business was re- 
stored when he learned that the com- 
pany whose application he had signed 
had started to investigate. 

Incidentally, the company would 
never have found out from the ap- 
plication, because as usually happens 
in such cases, the agent had advised 
his prospect not to indicate on the 
app that a replacement was contem- 
plated. 

Obviously, this sort of bad reaction 
can occur any time that a prospect is 
convinced that replacing would be a 
bad deal—even in the small percent- 
age of cases—and the foregoing inci- 
dent may have been one of them, for 
all the proof we have to the contrary— 
where a replacement actually would 
be a wise move for a buyer. 

The point is that until such time as 
enforcement is strict enough so that 
only a small minority of replacements 
are bad replacements, the more the 
public knows about the probable un- 
wisdom of replacing the more numer- 
ous and pointed will be the questions 
as to why irresponsible replacing is 
allowed to continue.—R.B.M. 


The Truth And Completeness Duty 


Should the life insurance business 
find “consolation” in the fact that the 
recent circuit court of appeals decision 
upholding a $25,809 misrepresentation 
award against agent J. Leland Ander- 
son is binding only in the ninth fed- 
eral circuit rather than in the entire 
country? We expressed such an opin- 
ion in an editorial in the Dec. 9 issue, 
and have received a letter from Archie 
B. Carroll Jr., general agent of New 
England Life at Charlotte, N. C., in 
which he says: 


‘““T am wondering why you ‘take 


some consolation’ from that fact. Do 
you mean that you feel our industry 
or that the agent involved in that case 
is being ‘put upon’ because now a 
suit and court action apparently vali- 
date the fact that we as life insurance 
agents and agency heads and company 
officers are called upon to make rec- 
ommendations to our prospects on the 
basis of truth and completeness of 
presentation? 

“I generally read the editorial com- 
ments of THE NATIONAL UNDERWRITER 
and find those comments objective and 


consistently interested in the good of 
the public, as well as the life insurance 
industry. Therefore, I am hopeful that 
the overtone I seem to get from your 
editorial as pointed out above is not 
the overtone that you intended to 
convey.” 

We are happy that Mr. Carroll 
shared his concern with us, because 
while his was the only letter that we 
received there may have been other 
readers who got an unintended im- 
pression from the wording that was 
used. We believe the editorial in the 
Dec. 16 issue, entitled “How Much 
‘Suitability’ Must There Be?” brings 
out the point we had in mind. But if 
it didn’t, the reason for the “consola- 
tion” reference was that if the action 
of the ninth circuit court is going to 
hold agents to stricter standards than 
have prevailed up to now, it will be 
easier for the business to adjust to 
those standards if they are not im- 
mediately made effective countrywide. 
More than that, confinement of the 
decision to a single circuit gives time 
to determine just how much differ- 
ence the standards set forth in the 
opinion are going to make in the prac- 
tices of life agents. Conceivably they 
may make none at all. 

No one who has the good of the life 
insurance business and of the public 
at heart would want to see agents 
permitted to make recommendations 
to their prospects on any other basis 
than truth and completeness of pre- 
sentation. If all the circuit court did 
in the Knox-Anderson case was to 
uphold that obligation, nobody in the 
business would have any concern 
about it. 

The real question is, To what lengths 
must an agent now go in his sales 
presentation to make sure he is not 
liable under the detailed requirements 
for truth, “suitability,” completeness of 
disclosure and honesty of opinion that 
are spelled out in the opinions of the 
district court and the appeals court? 
Collateral questions would include, If 
agents must modify their sales presen- 
tations, what are the responsibilities 
of home offices, general agents and 
managers for seeing that this is done? 
In addition to taking steps to avoid 
meritorious suits by policyholders, 
what precautions should be taken to 
avoid unjust suits by crooked policy- 
holders backed by inaccurate or dis- 
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honest witnesses? 

For these reasons, if it turns ou: that 
agents have to be held to Stricter 
standards of completeness in  thejp 
sales presentations, it seems as if it 
will be easier to make the adjustments 
in a single circuit court’s domain as a 
test laboratory than if it had to be 
done for the entire country all at once. 
—R.B.M. 





— 


Personals 


Frank P. Aschemeyer, vice-president 
and general counsel General American 
Life, was reelected chairman of g 
Louis County board of police commis. 
sioners. Mr. Aschemeyer, a former 
commissioner of the Missouri supreme 
court, has served on the board since 
its creation in 1955. 


Deaths 


FRANK J. CIRINCIONE, 46, di- 
rector of debit accounting of North 
American Equitable Life, died. He had 
been in the insurance business for 25 
years. 


WILLIAM C. McCORD, 56, former 
president of Southland Life of Dallas, 
died in a New York City hospital after 
a short illness. Since resigning from 
Southland Life in 1951, Mr. McCord 
has maintained offices in Dallas, with 
his business interests frequently taking 
him to New York and California. Mr. 
McCord, worked for American Life 
Reassurance in Dallas following grad- 
uation from high school. Later he ob- 
tained a degree from the University 
of Michigan and, after a year with 
Atlas Life in Tulsa, returned to Dallas 
in 1931 as an actuary for Gulf States 
Life. In 1938 that company was ac- 
quired by Southland Life, with Mr. 
McCord as its secretary-treasurer, then 
president in 1942. In 1951 he sold his 
interest in the company. 


J. HAWLEY WILSON, general agent 
of Massachusetts Mutual at Oklahoma 
City, died in Dallas, where he was 
attending one of the company’s pen- 
sion clinics. Mr. Wilson joined the 
Peoria agency in 1924 and has been 
general agent at Oklahoma City since 
1939. He was a qualifying and life 





member of Million Dollar Round Table, FY 


and has been a trustee of NALU presi- 
dent of the Illinois, Oklahoma and 
Peoria life underwriters associations 
and president of the Peoria and Okla- 
homa CLU chapters. 


Midland Mutual Increases 


Interest, Dividend Rates 

Midland Mutual Life has increased 
to 4% the interest rate paid on divi- 
dend accumulations and supplementary 
contracts not involving life contingen- 
cies. The company will also raise its 
dividend schedules. During 1962 divi- 
dent payments to policyholders are 
expected to be 18% greater than those 
under the present schedule. Both 
changes are effective Jan. 1. 


Haight, Davis & Haight, consulting 
actuaries, has employed Carl Pullen 
an associate to develop its program of 
applying electronic computer m 
to actuarial problems. He was formet- 
ly in the statistical department o 
Boeing Aircraft. : 
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LIFE INSURANCE EDITION 


Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 
Insurance stocks were mainly lower again last week. Year-end realizing was 


going on, with Dec. 22 getting close at hand. This is the last day to effect sales 
so that capital gains may be taken into 1961 accounts. Sizable offerings were on 





In the bad general market Tuesday the insurance stocks were mixed; some 
were under pressure and in general they were lower without much activity. 





the market or in the weeds. Professionals were conscious of this and sellers had 
to make concessions. Buyers were waiting for bottoms. On Monday of this week 


there was a firmer tone. 


Conn. General invited buying around the 180 mark, which represented 
a 50 point decline from recent highs. It then advanced some 15 points. Aetna 
Fire also was wanted again at 155. The conviction was growing that New York 
will not now try to upset this combination. Travelers met support at 167, but 
Aetna Life continued to work lower and closed the week at 141 bid. Lincoln 


National resisted the downtrend. 


Gulf Life turned weaker after announcement of the purchase of the Murchi- 
sons’ 16% interest by Troy Post. It dropped to 44 bid, down more some 4 points. 

Kansas City Life was a standout on the upside and at 3250 bid with no stock 
offered was plus 100 points. Washington National was in demand and at 85 
was in new high ground. California-Western States Life contradicted the down- 
trend and at 128 bid was 5 higher. Life Insurance Co. of Virginia was also 3 
points higher. Stock of Provident Life & Accident appeared at the 225 level 
after this issue had been for two weeks all on the bid side. 

Minus signs for the week included: Aetna Casualty 4, Aetna Life 24%, B.M.A. 
5, Continental Casualty 2, Employers Group 5%, Federal 444, Fireman’s Fund 2, 
Franklin Life 7, Great American 1, Hanover 2, Hartford 142, Home 2%, Jeffer- 
son Standard 2, Mass. Protective 3, National Union 2, New Hampshire 4, North- 
ern Insurance 4, Phoenix Insurance 2, St. Paul 2, and U.S.F.&G. 2. 

Standard Life of Indiana became a $100 item following the announcement 
of the plan for a 10% stock dividend. Northern Life of Seattle got well over 
the 200 mark with a bid of 220. West Coast Life was stock of the week, up about 
10 points at 75. Peerless Insurance has shown strength lately and at 37 is up 


about 4 from recent levels. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. LaSalle Street, Chicago, Dec. 19, 1961 








Bid Asked 

$ $ 
Aetna Life ............- 142 145 
American General 83 87 
Beneficial Standard 46 48 
Business Men’s Assurance .... 100 106 
Cal.-Western States .......... 130 135 
Commonwealth Life .......... 6142 63 
Connecticut General .......... 288 294 
Continental Assurance ........ 205 210 
BramRln Life ....ccccccccccccce 135 140 
Great Southern Life ............ 140 145 
MED, oh dec c.eace's tntviesc coos 4442 46 
Jefferson Standard ............ 96 100 
Liberty National Life .......... 98 100 
Life & Casualty .............. 37 39 
Life Of Virginia .............. 128 132 
Lincoln National Life .......... 181 185 
National L.&A. ................ 223 230 
North American, Ill. .......... 32 3314 
Ohio State Life ................ 80 85 
Old Line Life ......... 210 225 
Old Republic Life ..... 31% 33 
Republic National Life 90 95 
Southland Life ......... 207 213 
Southwestern Life ..... 130 126 
66.05 osdeckk tin vs onsed 171 174 
TBS sos. chiccccccscsceces 80 82 
NM EED, o.oo cc visbiscccce ceases 81 83 
Washington National .......... 83 87 
Wisconsin National Life ........ 61 64 


Ky. Central Pays Extra 

Kentucky Central Life & Accident 
paid dividends totaling 40 cents a 
share in December. This includes an 
advance dividend of 20 cents that will 
be paid before the end of the year be- 
cause of a tax advantage to the com- 
pany. The other 20 cents consists of the 
regular quarterly dividend of 10 cents 
and a year-end extra of 10 cents, the 
Same as were paid in 1960. The reg- 
ular and extra will be paid Dec. 15 to 
stock of record Dec. 5 and the advance 
dividend Dec. 30 to stock of record 
Dec. 2U. 


Consumers National Life has been 
licensed in Oklahoma. This is the 


fourth state the company has entered 


this year and brings to 11 the states 
in which it is authorized. 


XUM, 


Reduces Premiums 15% On 
Accident Medical Pay Plans 


Beneficial Standard Life has re- 
duced premiums approximately 15% 
on its accident medical pay polices. 
The reduction has been made possible 
by favorable public response to the 
coverage, which was designed pri- 
marily for assigned and surcharge 
risk drivers and their families. 


Vs Change In Exam Costs 


The Maryland department has ex- 
pressed vigorous opposition to one pro- 
posal by the commission that is pre- 
paring a revision of the state in- 
surance code. The proposal would have 
permitted insurers to deduct from 
their premium taxes the costs of com- 
pany examinations. The department 
argued that it is customary to charge 
such costs, which run about $65,000 
a year, against the companies being 
examined. 


R. W. Hamilton Joins 
ALC Staff As Attorney 


Robert W. Hamilton has joined the 
headquarters staff of American Life 
Convention as an 
attorney. He had 
been vice-presi- 
dent and trust of- 
ficer of Trenton 
(N.J.) Trust Co., 
and before that 
was director of 
employe benefit 
plans of Penn Mu- 
tual Life. 

He joined Penn 
Mutual in 1934 as 
an attorney, was 
later named ‘as- 
sistant counsel, and became director 
of employe benefit plans in 1956. He 
went with Trenton Trust Co. in 1960. 


Mass. Indemnity GAs Elect 


Officers, Present Award 


Massachusetts Indemnity General 
Agents Assn. at its annual meeting 
elected Carl Roberts, Pittsburgh, presi- 
dent; David B. Temple, Cincinnati, 
vice-president; and Robert C. Morgan, 
San Francisco, secretary-treasurer. 
New directors are Frederick A. Moore, 
Boston; Robert J. Buck, Miami, and 
Robert C. MacLean, Philadelphia. 

The Roger Billings award trophy 
“in recognition of superior achievment 
in displaying the characteristics of a 
well-managed agency” was presented 
to Joseph S. Lebby and Harold P. Mor- 
gan, Los Angeles. 





Robert W. Hamilton 


Heatherington Misidentified 
Donald W. Heatherington, former 
brokerage manager of Manufacturers 
Life at Hartford and retiring president 
of Hartford Life Underwriters Assn., 
was incorrectly identified in a photo 
caption in the Dec. 9 issue of THE NaA- 
TIONAL’ UNDERWRITER. The caption pro- 
vided by the Hartford association gave 
Mr. Heatherington’s company as Sun 
Life of Canada. Mr. Heatherington has 
spent his 14 years in the insurance 
business with Manufacturers and re- 
cently transferred to its home office. 


New business of Bankers Life of 
Iowa in November reached $35,377,213. 
Of this $22,529,755 was ordinary and 
$12,847,458 was group. New business 
the first 11 months of the year reached 
$425,061,820, of which $253,293,897 was 
ordinary and $171,767,923 group. 

















PTT 


Architects 

. drawing of pro- 

p Posed new Equita- 
ble Society office 
cago. The 35-story 
structure will be 
on North Michigan 
Avenue just south 


of the Chicago 
Tribune Tower 
(building with flag 


flying) and across 
the street from the 
Wrigley Building. 
Plans include three 
levels of shops 
and parking areas, 
topped off by a 
paved area of 100,- 
000 square feet to 
include a_land- 
scaped plaza. 
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AT CHICAGO 


U.S. Congressmen 
Debate King Bill 
Before A&H Assn. 


Social security benefits should in- 
clude surgical and medical care, “and 
I assure you that we are going to do 
averything in our power to correct 
this—at least by enactment of the 
King-Anderson bill,” U. S. Rep. Ro- 
man C. Pucinski (Dem., 11th Congres- 
sional district, Ill.), told Chicago Assn. 
of A&H Underwriters at the December 
meeting. Mr. Pucinski and U. S. Rep. 
Harold R. Collier (Rep., 10th Congres- 
sional district, Ill.) debated the merits 
of the bill at the meeting, with E. H. 
O’Connor, managing director Insur- 
ance Economics Society, as moderator. 

Mr. Pucinski, as first speaker, went 
on to say that the forthcoming Con- 
gress will face one of its major issues 
in the effort to improve legislation 
adopted last year for medical and sur- 
gical assistance to “senior citizens.” 
Adequate protection is still needed, 
“and if we don’t supply it, we cannot 
long espouse democracy in the world,” 
he said. “We are the only major nation 
that doesn’t do this. These older people 
built our country, and I get impatient 
with arguments that taking care of 
them through social security is some 
kind of socialistic approach. 

“When the American Medical Assn. 
tags this as a socialistic move, it is 
using the same kind of demagoguery it 
has in previous years when it fought 
every other beneficial type of social 
legislation. This is a smoke screen to 
beguile well-meaning Americans.” 

Private enterprise, including the in- 
surance companies and American 
Medical Assn., has had ample time to 
meet the challenge—to cure this pro- 
blem—Mr. Pucinski said. The insur- 
ance companies themselves have to 
admit they can’t meet the bulk of the 
problem. They admit they are reach- 
ing the saturation point. Private insur- 
ance is too expensive or doesn’t go far 
enough. 

Mr. Pucinski stressed that hospital 
and surgical via the social security 
route in no way smacks of socialism, 
since the people involved are able to 
select their own doctor and hospital 
and they contribute another 4%% to so- 
cial security. They are not being taken 
over by the state, “but yet we 
hear this bogey that it is a foot in the 
door. Talk by the American Medical 
Assn. that hospital and_ surgical 
through social security approaches the 
socialistic is unreasonable and irre- 
sponsible.” 

The U.S. would never have reached 
its eminence in the world today if 
all social legislation had been consid- 
ered bad per se, Mr. Pucinski said. Not 
only that, the system of making laws 
in this country has built-in safeguards. 
It is difficult to imagine the tortuous 
path a piece of legislation must take 
before it becomes law. The fact re- 
mains that many millions of America’s 
senior citizens are not getting the kind 
of medical and surgical care they need, 
he said. 


Mr. Collier said he has long been 
concerned when the word demagog- 
uery is. used, since it certainly could 
be a two-way street. For instance, it 
is always stated by certain factions 
that everyone over 65 or on social se- 
curity is in need of hospital and surgi- 
cal benefits or care. “This is not the 
real case. There are many social se- 
curity recipients who are not desti- 
tute.” 3 

He is not prepared to believe that 
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“those institutions at local level whose 
place it is to handle such problems 
will not give help to the really needy.” 
For that matter, Congress did feel 
something was necessary, Mr. Collier 
pointed out, and thus the Kerr-Mills 
bill was passed, but it was left up to 
the various states to decide on allo- 
cation of the funds. He also noted that 
the Kerr-Mills bill “foreclosed no one, 
which the King-Anderson bill would 
do to people not on social security.” 

Noting that every election year has 
brought further liberalization to social 
security, Mr. Collier wondered just 
how much the average young man 
wants taken out of his pay check to 
have the government administer a 
way of life for him at 65, at age 62, or 
at what point in the future the age 
limit will be reduced again. And as to 
actual cost, he stated that no one real- 
ly knows what would have to be add- 
ed to social security payments to cov- 
er medical and surgical. 

“We who are opposed to the King- 
Anderson bill are not oblivious to the 
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problem but question if this is the pro- 
per approach—whether or not the fig- 
ures being thrown out really portray 
the situation,” he said. “The states 
have always proven themselves better 
able to handle such problems than 
could be done from Washington. Don’t 
risk the financial stability or the So- 
cial Security Trust Fund on such a 
blanket proposal.” 

If the King-Anderson bill is adopted, 
Mr. Collier fears: Inferior medical 
service; bad effect on the actuarial 
stability of the present Social Security 
Trust Fund, and that it would be a 
positive step to socialized medicine in 
this country. 

In his rebuttal, Mr. Pucinski said 
adding surgical and medical to social 
security is in no way a dole, a hand- 
out or charity, since people would be 
paying another %% into the fund. 

To this, Mr. Collier replied that 67% 
of the people who now receive social 
security have already received bene- 
fits 100% or more than they or their 
employers paid in. As to a remark by 
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CONTROLLER 


Unusual opportunity to join a progressive 
management group as controller. This is a 
top level administrative position requiring 
an individual with a thorough knowledge of 
life insurance accounting. Must be able to 
prepare onnual statements and other finan- 
cial reports. In addition to technical knowl- 
edge, individual must have administrative 
talents enabling him to get things done 
through others. Salary good with stock op- 
tions available. Age 30 to 45 preferred. 
Location in midwestern surburban city. 
Write C-56, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








Almost 10 very successful years in various 
capacities life business. Now located large 
southern city, college grad, family, age 
35, and would consider small investment. 
Basic interest is opportunity-laden home 
office position and/or large scale broker- 
age operation with accent on remarkably 
competitive sub-standard. Will however 
consider any topnotch position and travel 
or relocate only this circumstance. Can 
hire and train on sensible company funded 
plan. Minimum income requirement $25,- 
000. Write C-68, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 


WORTH WRITING ABOUT 


Sales management opportunity in a major 
Southwestern Ohio city. Excellent income 
and growth potential for man capable of 
developing a “Home Office" branch of 
an established Life and Health Insurance 
Company. If you are age 35 to 40 and 
have successful personal production and 
management background, send summary 








to C-55, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 
CREDIT LIFE 
SALES EXECUTIVE 
Fast growing national jalizing in 





credit life and credit accident and health seeks 
man experienced in consumer credit sales 
through banks, automobile and mobile home 
dealers, finance and loan companies. This is 
a challenging position with a well established 
stock company operating in forty-nine states. 
Good salary, insurance and other benefits. 
Write C-47, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, lil. 








SUCCESSFUL GENERAL AGENT or ASSISTANT 
GENERAL AGENT, who can sell, hire and train 
agents. One who has a proven record of success, 
selling 20 pay with coupon or similar special 
policies, needed as agency director for sound, 
aggressive, Arizona, full legal reserve life insur- 
ance company. p tion commensurate 
with experience and results. Reply: President, 
P.O. Box 7143, Phoenix 12, Arizona. 











TOP BOND 
EXECUTIVE POSITION 


Full charge of new Bond Department of long 
established insurance stock company operating 
coast to coast, in Alaska and Hawaii. Excellent 
opportunity for a man experienced in all 
branches of the bond business. Good salary, 
fringe benefits and association with a well es- 
tablished and well regarded company with un- 
limited growth potential. Send resume to C-65, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








WANTED—LIFE & 
A/H UNDERWRITER 


Chief Underwriting position open. Person selected 
should have college degree, at least four years 
underwriting experience, not over age 35. 
Starting salary $7,000, plus fringe benefits. Com- 
pany located in Central United States. Have 
$50 Million insurance in force. 


Write C-73, National Underwriter, 175 W. Jack- 
son Bivd., Chicago 4, Illinois. 








FOR SALE 


Management Conirol of a mid-west Hold- 
ing Company. Also involves a stock life 
insurance company. Price $70,000. Terms 
available for qualified individuals. Replies 
confidential. Write C-70, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 








ACTUARY 
for consulting firm in Midwest. We need an ex- 
perienced Fellow (or Associate) to assume 
direction of our Insurance Company Manage- 
ment Department. Liberal starting salary, good 
employee benefits, eventual ownership in busi- 
ness. Replies will be held confidential. Our staff 
knows about this advertisement. Write C-74, 











National Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Ill. 
ACTUARY 


Chicago Employee Benefit Department of 
International brakerage firm seeks an ac- 
tuary with experience in pension planning. 
Write stating qualification, experience and 
salary expected. Write C-79, National Un- 
derwriter, 175 W. Jackson Blvd., Chicago 
4, Illinois. 


Mr. Pucinski that those now receiving 
social security would merely be draw- 
ing out the %% that they had invested. 
Mr. Collier noted that none of these 
people would have contributed any- 
thing towards the proposed medical- 
surgical bill. 

Mr. Pucinski stirred up the Indians 
by saying that the insurance compa- 
nies are paying out a much larger per- 
centage, for instance, to people who 
paid one premium on a life insurance 
policy and then died. Before a curious 
muttering from the audience could 
gain too much in volume, Mr. Collier 
was able to get in the fact that insur- 
ance policies are calculated on a slight- 
ly different basis than projected social 
security computations based on no ex- 
perience, and at this point Mr. O’Con- 
nor did a bit of moderating. 

As to selection of doctors and hos- 
pital facilities, Mr. Collier said that, 
regardless of what is written in the 
bill, there will be no guarantee in the 
future that this right of choice will re- 
main. The problem will eventually be 
compounded, he added; people in 
other countries who once had freedom 
of choice in this matter are now under 
socialized medicine. 

Mr. Pucinski expressed the hope 
that American Medical Assn. and the 
insurance industry would “sit down 
together with the Congress” and try 
to write a bill suitable to all con- 
cerned that will “guarantee against 
any possibility of socialism.” He said 
he would support any language that 
will do this and would be perfectly 
willing to sponsor any amendment that 
would rule out socialism, and he would 
be willing to offer the amendment to 
the ways and means committee or on 
the floor of the House. The ones who 
have been fighting the bill, he said, 
have made no contribution to solving 
it. They are for holding to the status 
quo “when the bulk of America wants 
to move forward.” 

Mr. Collier reiterated that he is con- 
cerned with the Social Security Trust 
Fund. If he cannot see projected the 
long-term cost of a medical care pro- 
gram, he deems it “irresponsible to 
take on a program of this nature.” 


NW Mutual Raises Interest 


Rates On Prepaid Premiums 

Northwestern Mutual Life has 
raised its rate of interest for discoun- 
ting annual premiums paid in advance 
from 3.5% to 4%. Under the new rate, 
effective immediately policyholders 
can save one full annual premium 
through seven prepaid annual pre- 
miums. The company will accept pre- 
payment up to 20 years in advance. 


IAHU Plans Site For Annual Meet 

International Assn. of Health Under- 
writers will hold its annual convention 
June 24-27 at the Fountainbleau Ho- 
tel, Miami Beach. Earle R. Bennett, 
Provident Life & Accident, a past 
president of the association, is -con- 
vention chairman, and Robert Boyle, 
Accredited of St. Petersburg, is co- 
chairman. 


Western Empire Life of Denver has 
been licensed in three more states: 
Nevada, Oklahoma and Wyoming. 


POLICYOWNERS SERVICE 
MANAGER 


Quarter billion Midwest Life and A & H 
company has immediate attractive open- 
ing for a man experienced in both Life 
and A & H. Prefer background of field 
training. All replies confidential. Send per- 
sonal resume and salary requirements to 
Box C-81, c/o The National Underwriter 








Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
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Polio Expense Policy 
Benefits $4.3 Million 
In First Nine Months 


Polio victims, in the first ning 
months of 1961, received more than 
$4.3 million in benefits from insurance 
companies under the provisions of spe. 
cial polio expense policies, according to 
Health Insurance Institute. 

Total payments were down 6% from 
benefits paid last year during the same 
period. The incidence of polio, how. 
ever, was sharply reduced for the per. 
iod—915 reported cases nationally as 
against 2,290 in the first three quarters 
of 1960, according to the U. S. Public 
Health Service. The service figures 
also show that 1960 had the lowest in. 
cidence of polio since 1938. 

The institute said that the fact that 
1961 benefits did not decline as sharply 
as polio incidence illustrates how cost. 
ly are the long-term recuperative ang 
treatment needs involved in the jj. 
ness. 


Polio Policies Only 


The institute also pointed out that 
polio benefit figures were limited to 
payments made under polio expense 
policies only and did not include bene. 
fits to polio victims under other types 
of health insurance policies. 

From presently available figures, the 
institute said, it would seem that 196] 
is certain to be the lowest for polio in. 
cidence since 1915. The highest year 
was 1952, when nearly 58,000 cases 
were reported. The disease has de- 
clined since the Salk vaccine programs 
were initiated in 1955. In all of 1960, 
there were 3,190 polio cases, only 6% 
of the 1952 total. 


Year-Long Job. Cut To Less 
Than A Month By N.Y. Life 


Data Processing Systems 
New York Life, with the aid of two 
electronic data processing system 
recently was able to solve in less than 
a month an emergency problem that 


would have taken almost a year before . 


the age of automation. 

The trouble began in November, 
when a five-alarm fire destroyed 250,- 
000 individual record cards in a New 
York service ofice, one of the compa- 
ny’s 23 such offices in the country, 
Much of the basic information on the 
cards had been put on electronic tap 
in the home office. In about three days 
this information was taken off the tape 
with high speed printers. Within les 
than a month, New York Life was able 
to announce that the 250,000 file cards 
—each containing a minimum of 2 
pieces of information—had been re 
constructed. 


Life Insurance Investors 


Names Eastern Distributor 

Cambridge Financial Corp., New 
York City, has been named wholesale 
distributor in eight eastern states and 
Washington, D.C., for Life Insurance 
Investors, Inc. the open-end mutual 
fund specializing in life insarance stock. 
Cambridge Financial is currently it- 
vestment adviser and principal undet- 
writer for Cambridge Growth Fund of 
New York City. 


Pan-American Life has received $1 
from an anonymous “Former Polity 
Holder,” and a letter saying the com 
pany had paid that amount on a ho& 
pitalization policy many years 420 
The conscience-stricken correspon 
stated that he had known he needed @ 
operation before he took out ‘he pd 
icy. 


~~ 
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December 23, 1961 


H. Bruce Palmer, president of Mu- 
tual Benefit Life, right is awarded 
engraved silver tray by Edward L. 
Rosenbaum, general agent at New York 
and president of the company’s gen- 
eral agents association. Award com- 
memorates Mr. Palmer’s 30 years with 
Mutual Benefit and a special “presi- 
dent’s feature in the company’s re- 
cent sales drive. As part of the cam- 
paign, the general agents association 
set an extra quota, $1 million for each 
year of Mr. Palmer’s service. The 
field force sold a record $161,795,105 
of new life business in the drive, $36 
million of which represented that part 
dedicated to Mr. Palmer. 





Mass. Mutual Production 
In Annual Sales Campaign 
Exceeds Quota By 18.6% 


Massachusetts Mutual’s 114 general 
agencies submitted $249 million of new 
business, 18.6% more than the quota 
set, in the annual sales campaign. 

In the campaign, general agencies 
were matched against agencies in 
other cities to exceed production 
quotas by greater percentages tha: 
their opponents. By the end of the 
five-week drive, 84 agencies had 
passed their quotas. Agencies ex- 
ceeding their quotas by the largest per- 
centages were Sioux City, Ia., Clay- 
ton, Mo. and the Reese agency at 
Philadelphia. Volume leader was the 
Copeland agency at New York, with 
over $13.8 million of submitted busi- 
ness. Runners up were the Woods 
agency at Los Angeles and the Jordan 
agency at Chicago with $13.3 million 
and $13 million, respectively. 

Individual leaders and their produc- 
tion figures were Ira E. McMillian, 
San Francisco, $2.3 million; Glenn L. 
Felner, Chicago, $1,750,000, and Joseph 
J. Edelstein Garden City, N. Y., $1.7 
million. Six producers produced vol- 
ume of more than $1 million. 


Hunt To Seek Third Term 
As Okla. Commissioner 


Joe B. Hunt, Oklahoma commission- 
er, has announced that he is not a can- 
didate for governor “and that he just 
wants to remain your state insurance 
commissioner where he can best serve 
and work for you.” 

Mr. Hunt is serving his second term 
as commissioner after 13 years with 
the department. He was the first com- 
missioner in 44 years to be elected to 
that office without the advantage of 
first being the incumbent through gu- 
bernatorial appointment. 


American Mutual Life of Des Moines 
held its annual meeting for key general 
agents in Des Moines, Nov. 28-30. Pre- 
sident Harry McConachie lauded the 
— agents for the strides made in 


LIFE INSURANCE EDITION 


Sales Techniques For ‘Intellectual’ Told 





New Handbook Ready 


For Rhode Island, Conn. 


A new Underwriters Handbook of 
Connecticut and Rhode Island has 
just been published by the National 
Underwriter Co. It provides com- 
plete and up-to-date information 
on the agencies, companies, field 
men, general agents, groups and 
other organizations affiliated with 
insurance throughout these states. 
Copies of the new Connecticut and 
Rhode Island handbook may be 
obtained from the National Under- 


writer Co. at 420 East Fourth 
Street, Cincinnati 2, Ohio. Price 
$12.50 each. 











Protective Life Of Alabama 
Increases Dividend Scale: 
Interest Boosted To 342% 


Protective Life of Alabama has in- 
creased its dividend scale, effective 
Jan. 1, for policies issued on and after 
Oct. 1, 1958. The company has also 
increased to 342% the interest rate on 
dividend accumulations and _ policy 
proceeds left with the company. 

As an example of how accumulated 
dividends compare under the old and 
new schedules, a $1,000 ordinary pol- 
icy at issue age 35 would have $14.74 
under the old scale and $17.03 under 
the new in five years. The relative 
accumulations, old versus new scales, 
after 10 years, 20 years and at age 65 
would be, respectively, $40.91 and 
$47.02, $137.13 and $156.07, and $229.40 
and $349.06. 


Funded Security Acquires 
Majority In 2 Insurers 


Funded Security Corp. of Chicago 
has acquired majority interest in Pil- 
grim National Life of that city and 
International Life of the Americas, 
San Juan, P.R. According to J. Milton 
Edelstein, president Funded Security, 
anticipated insurance in force with the 
combined companies will be approxi- 
mately $36 million and premium in- 
come about $650,000 at year-end. 

Acquisition became effective in each 
case when at least 51% of the stock 
of the two life insurers was exchanged 
for class A common stock of Funded 
Security. Under the acquisition agree- 
ments, each share of Pilgrim National 
is exchangeable for 1.15 shares of 
Funded and each share of Interna- 
tional for 0.13 shares of Funded, the 
offer to remain in effect until Jan. 15. 

All operations of Funded Security 
Life, a legal reserve life company and 
a wholly owned subsidiary of Funded 
Security Corp., will be absorbed by 
Pilgrim National, which will continue 
to operate under its own name as 
a Funded Security subsidiary. Inter- 
national will also continue to operate 
under its own name. 

James, Martin, & Co., Chicago, a 
dealer in securities specializing in mu- 
tual funds, remains a wholly owned 
subsidiary of Funded Security. 


Indiana Department Expands 

Two new posts in the Indiana insur- 
ance department have been filled, with 
Norman R. B. King named assistant 
actuary and John C. Geyer named de- 
puty commissioner. Both are from In- 
dianapolis. 

Insurance in force totaling $237,025,- 
570 was achieved by Great National, 
Life of Dallas at the end of November. 
This is a gain of $21.5 million for the 
year. 


(CONTINUED FROM PAGE 2) 

shirk them,” he says. “The problem 
arises when the agent tries to make 
decisions for him. Therefore, I main- 
tain that the usual closing techniques, 
involving the hastening of decisions 
and emotional motivation, do not 
work.” 

The intellectual wants to make cool- 
headed decisions about questions he 
knows are emotionally loaded. At the 
same time he doesn’t want the agent 
to enter his realm of emotional privacy 
without invitation. Above all, Mr. 
Traibush feels, the intellectual does 
not want to be told what his values 
ought to be. To enter this field is to 
imply that this prospect is an incom- 
petent thinker. Thus much of ‘the 
standard motivating process amounts 
to what Mr. Traibush calls “an implied 
discourtesy.” 

“We can assume an accepted frame- 
work of values when we are working 
with non-intellectuals and get away 
with it, but with the intellectual, do- 
ing this immediately destroys the lev- 
el of equality and makes the salesman 
fair game as a target for attack, traps, 
and even ridicule. In short, if he has 
to, the intellectual can beat the sales- 
man into the ground.” 


Enthusiasm Is O.K. 


This does not mean that the agent 
can’t be enthusiastic and committed 
to what he is doing—but enthusiasm 
should not be allowed to lead to dis- 
tortion of fact. Mr. Traibush recalls 
that he was recently called down for 
letting his enthusiasm run away with 
him. During a breakfast appointment 
with an industrial psychologist he gave 
an ordered presentation of the case 
for life insurance. Then he got warmed 
up and his enthusiasm got out of hand. 

The client made one strong remark 
of warning: “Vic, you’re selling now.” 

The most important thing for the 
agent to do in selling to this group 
is not to sell at all. One of the assump- 
tions of selling is that a man will 
listen to rationally ordered informa- 
tion only if he has been brought to a 
state of anxiety. 

“This is the usual meaning of the 
word ‘disturb,’ ” Mr. Traibush says. 
“There is another meaning that ap- 
plies in the sales area: ‘Make cu- 
rious.’ The intellectual is usually cu- 
rious when the offer is made to bring 
an honest, rational order to the sub- 
ject of life insurance, because he has 
previously had only the experience 
of a sales pitch.” 


‘Systematic Impoliteness’ 


The use of emotional techniques on 
people who are avidly awaiting an in- 
formative explanation amounts to 
what Mr. Traibush calls methods of 
systematic impoliteness. The use of 
emotional techniques implies that the 
prospect wouldn’t be able on his own 
to reach the conclusion that the sales- 
man wants him to reach. This in turn 
suggests that either the prospect is 
stupid or the product is suspect, and 
the agent ends up by alienating the 
client. 

A dramatic departure from the 
customary sales procedure is made by 
Mr. Traibush when he closes a sale. 
Instead of giving telling reasons why 
the prospect shouldn’t wait before 
making his final decision, Mr. Trai- 
bush takes the intellectual at his word 
and gives him all the time he wants. 

“If the intellectual has a sincere de- 
sire to come to grips with a problem, 
his delaying tactics are the result of 
wanting time, for a stated reason,” Mr. 
Traibush says. “When the agent at- 
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tempts to get prompt action, he is 
really denying him his own method of 
approaching problems.” 

In March, 1956, Mr. Traibush pre- 
sented the idea of programing to a 
likely prospect. He liked the idea but 
said he would not be able to do any- 
thing about it for two years. Mr. Trai- 
bush called him in December, 1958, 
and apologized for being nine months 
late. This time he was told that it 
would be another year before the pros- 
pect would be willing to talk about it. 
Then in December, 1959, he bought a 
policy, and in December, 1960, he 
bought another one. 

“This man is a good client because 
I did not attempt to tell him what his 
procedure ought to be,” Mr. Traibush 
says. “Thus he remained in control of 
the situation throughout. 

“When a salesman functions in a 
manner which the intellectual re- 
spects, he then becomes a professional 
man rendering a needed service that 
the intellectual appreciates,” Mr. 
Traibush sums up. “When the appre- 
ciation is there, referred leads follow 
automatically, and the agent goes on to 
meet qualified people on a most favor- 
able basis.” 

Incidentally, Mr. Traibush himself 
is no slouch at handling abstract re- 
lationships. He rates as an expert in 
the rankings of the United States 
Chess Federation. 


New Ohio Company 


General Life of Cleveland, has been 
organized to sell all customary types 
of life insurance and annuities in Ohio. 
All of the stock will be owned by 
General Corp. of America, also a new 
Cleveland company. The sole business 
of General Corp. initially will be to 
own and hold the stock of the life 
company, which will start out with 
capital and surplus of approximately 
$3 million. Three Cleveland life agents 
founded the life company, Daniel S. 
Winston, Morton H. Franklin, and Sa- 
lim E. Caraboolad. Mr. Winston will 
be president of both companies. Mr. 
Franklin will be vice president, and 
Mr. Caraboolad will be secretary-treas- 
urer. General Corp. of America has 
filed a statement with the SEC cover- 
ing 266,000 shares of its common stock, 
for offering to the public early next 
year. 


Company Has Name Change 

State Farm Assurance has changed 
its name to State Farm Life & Acci- 
dent. The company was founded a 
year ago to write business where State 
Farm Life was not licensed. 
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This advertisement, supporting Lincoln Life agents, 
appeared in the Saturday Evening Post and Time. 


Here’s what it can cost your child not to go to college 


—a whopping $151,000 in lifetime earnings, and 
other benefits perhaps even more important! 


$151,000, according to a U. S. Census 
Bureau survey, is the average differ- 
ence between the life incomes of high 
school and college graduates. 


But this is only part.of what your 
youngster may forfeit. For college could 
give him priceless confidence and knowl- 
edge, widen his horizons, enrich his 
life, and help him make the most of 


@ 
THE Li ncolin 


his natural abilities. 


Maybe you're telling yourself that no 
youngster of yours is going to miss out 
on all this. But how can you be SURE 
he won’t? Simply by providing the 
money for college through a Lincoln 
Life educational plan. With such a 
plan, you can spread college costs over 
the years, and guarantee that the money 
will be available, even if you should 
die. Phone or write your Lincoln Life 
agent for particulars about this sensi- 
ble, reasonable plan. 


@ 
NATIONAL Life INSURANCE COMPANY 


ITS NAME INDICATES ITS, CHARACTER 


FORT WAYNE 1, INDIANA 
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